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Eagerness to Buy on the Rising Market 


MONG the wonders. of the stock market is 

the craze to jump in and buy when everybody 

else is doing it. A similarity to the stock 
market is to be found in the present splurge in shoe 
buying. 

Shoes! shoes! more shoes! And still it would seem 
that the shoe stores would ultimately duplicate the 
bulging walls of some storage warehouses whose leather 
contents are so very mysterious. 


There is no question that the warehouses of the 
country are not filled with “wanted” merchandise, 
but in many cases they are clogged with “not wanted” 
merchandise. 


If the world is short on shoes, it is obvious that 
production will keep to its highest pitch. 


Start now and take a good look at thé shoes you 
own. Find out whether their place is “on hand” or 
on the public’s feet. A switch of style and the stocks 
are cut in value—no matter how you strive to 
maintain the price. What, then, is the first thing 
to do? ; 


Clean the store and know where you start on your 
Fall boots. Take a good look at the styles and push 
boots in the early months of Winter. Why? Because 
so much has been said about the economy of oxfords 
plus spats that this is bound to be an influence. 


One merchantis already showing Fall boots, and later 
to prevent a year around oxford demand, he is going 
to price equally all of his shoes. He figures that next 
Spring’s oxfords will be at a higher figure, so why 
not insure the sale of Fall boots now? 


More buyers than ever before visited the big shoe 
centers. Why? To buy and take all that they could 


get. 


One California buyer purchased 10,000 pairs and 
gave orders to ship them express. He wanted to be 
sure that he had salable shoes on hand September 1. 


A highly profitable season is taken as an index to a 
more prosperous future. 


If the buying craze continues, is it not time for the 
Allied Trade Council to give caution against specula- 
tion in the future? The buyer with a big capital 
and big borrowing power can anticipate as much as 
he wants for Spring, and his wisdom may be justified. 
But what a handicap to the smaller merchant — 
for prices are forced up by the very power of volume 
purchasing getting an early advantage. 


If war experience has taught us anything, it cer- 
tainly ought to teach that moderation is a good thing. 
Mushroom prosperity is dangerous and a runaway 
market is perilous to all branches of the trade. Buy- 
ing according to your wants for a four to six months’ 
period is good business, but a year’s anticipation is 
not a good thing. Can it be stopped? 











A Coming “Industrial Alliance” 
N his annual message the President said: ““We have 
found the main sources from which our revenue 
must be derived. I take it for granted that its main- 
stays henceforth will be the income tax, the excess 
profits tax, and the estate tax.” Judging from all 
indications of legislative disposition, both state and 
national, he is right in his surmise. The law-makers 
will continue to add taxes upon business rather than 
taxes which affect workers directly, through a levy of 
any form of consumption-tax. 

The revenue once derived from alcohol will largely 
disappear. The collections from import duties will 
pay but a small part of the new budget of national 
expenses, inflated as they have been by the stimulus 
of war-waste and general expansion. And taxes on 
business are the easiest to levy and collect, and busi- 
ness men have the fewest votes; and there you are! 

Our views on the future of taxation in this country, 
expressed in a series of articles over a year ago, were 
commented upon by a reader as being “rather ex- 
treme.” Instead of being an extreme statement, they 
will be found, in the light of experience, to have been 
so conservative as to be quite flat, and entirely 
inadequate to describing the situation. No such 
levies were ever before known, in any other country, 
as have been made here; and the disposition to add 
expenditures to the governmental program, national, 
state and local, grows with portentous speed. And 
there is no disposition to check the experimentation 
in new ways of tapping the public treasury. 

We seem to be facing an experience similar to that 
of the Southern States at the close of the Civil War, 
in the reconstruction period. With a great mass of 
negro voters added to the electorate, none of whom 
owned anything to tax, and with many whites dis- 
franchised because of their part in the war, dema- 
gogues found it easy to get the voters to sanction 
schemes of the wildest extravagance in public works. 
The negros had votes, although they had no 
property and no education—for which, of course, 
they were not altogether to blame. It was in sheer 
self-defence that they were pushed away from the 
ballot-box in many sections. 

The “color line’ was an easy line of demarcation 


BOOT AND SHOE RECORDER 





July 26, 1919 


for the excluding of a large mass of ignorant voting. 
Manifestly no such line of defence is available through- 
out the country generally today to meet the new 
situation. 

The manufacturers and the merchants are in the 
minority now as they were in the South; where are 
they to look for elements with whom they may ally 
themselves for defence? Probably the only resource 
is to be a joining with the farmers, and with those 
among intelligent workers who own their homes or 
have substantial savings—who have something to 
lose, in a word, in a raid by the elements who have 
nothing but are bent upon putting their own brainless 
ignorance on the throne. This sort of alliance will 
carry affairs forward with sanity and balance and 
will be of more real importance than most of the old- 
time purely political divisions. : 





To Enforce Fair Trade 


. MITCHELL PALMER, attorney-general. of 

the United States, in an article in the July 
number of Scribner’s Magazine, relates a varied list 
of cases of German trickery in edging into American 
trade, and makes the following comment: 


Examples of this sort might be multi- 
plied indefinitely. They all go to show an 
abuse of American hospitality which is al- 
most unbelievable, and prove that Germany’s 
plan was not to trade with the world, but 
to conquer the world by trade. How far the 
morale of the German people was broken 
when the great interests of that country 
realized that the sale of their American 
businesses to American citizens would re- 
quire them to start all over again in their 
plan of invasion of American markets will 
never be known until the true history of 
the great world war has been written. 


It is the evident intention of the framers of the 
peace treaty to bar such trade tactics in future as 
have made German methods odious. One section of 
the treaty reads thus: “Germany undertakes to 
protect the trade of the Allies against unfair compe - 
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tition, and in particular to suppress the use of false 
markings and indications of origin.” This, of course, 
will be made effective more by Allied compulsion 
than German voluntary action; but it defines a 
course to be pursued, and the enforcement will be 
watched and kept up to the mark. 

“Fair trade” is likely to be more of a prominent 
element in world commerce in coming years than 
“free trade” is, or ever has been. It is of greater 
scope and higher importance. Tariffs will take care 
of themselves, and are a mere matter of arithmetic; 
but the vicious and damnable undermining and 
corrupting of whole nations, indulged in by German 
financial and commercial interests, threatened the 
very foundation of all world trade. It was high time 


for a change. 





“‘Accessories”’ Instead of 
“Findings ?”’ 


Shes proprietor of a leading shoe establishment in 
f New York thinks well of the idea of advertising 
‘findings’ in connection with shoes, but he contends 
that a better word for “findings” would be “acces- 
sories.” 

“Those shoe dealers who are not pushing the sale 
of findings are overlooking a profitable source of 
revenue,” he said, in discussing his proposal. “I 
added findings to my line of shoes at first only in a 
tentative way, but soon found it would pay me to 
give more attention to them. At first, I carried only 
such things as laces, horns, patent inner soles, and 
dressings. Later I put on items like instep arches, 
bunion correctors, and other foot appliances. Dis- 
covering a surprisingly easy sale for these things, I 
added socks, stockings, buckles, metal heels, garters 
for both men and women, ankle supporters, etc. 

“T was calling all these articles ‘findings’ until in 
conversation with a lady customer one day I found 
that she thought ‘findings’ were odds and ends of 
leather, etc., which were turned out in our repairing 
shop and which she thought were sold perhaps to 
poor shoemakers. Where she got that idea, of course 
I don’t know; perhaps she was confusing our. store 
with some vague memory of a shoe factory she had 
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seen somewhere. At any rate the incident set me 
to thinking and by steering around to the subject of 
findings in my conversations with customers, I dis- 
covered that even among well-informed men there was 
a surprising vagueness as to just what the word 
‘findings’ means. 

“So 1 contend that the use of the word ‘accessories’ 
would clear up all doubts in the customer’s mind. 

“* *Accessories’ is a word that is clear to everyone 
and, in addition, it has been popularized by the 
automobile people, so there could not be any mis- 
understanding that ‘shoe accessories’ refers to all the 
things that go with and are related to footwear. 
‘Shoes and accessories’ is the proper expression to be 
used in advertising.” 

There is one thing that needs to be said in con- 
nection with shoe accessories, and that is if they are 
to attain any considerable volume of sale they must 
not be allowed to stick on the shelves until a customer 
happens to ask for them. Salesmen must be taught to 
bring such items to the patron’s attention. As a 
rule, when a customer enters a shoe store, his mind 
is on shoes alone, and once having obtained them he 
will go out again unless he receives a little jog to his 
thinking apparatus which will remind him that there 
is more to a pair of shoes than the uppers and the 
soles. There are few men or women who cannot use 
more hosiery than they already have on hand and 
sometimes a salesman only has to exhibit a few choice 
pairs to make asale. Other findings also will com- 
mand a ready sale if pushed a little by a tactful 
salesman. 

Another thing: No shoe advertisement is complete 
without a reference to the fact that accessories are 
on sale, too. It will often be found profitable to 
mention them in detail and if the advertisement can 
be decorated with a few accessory cuts, the effect 
will be all the better. Once get people in the habit of 
linking the need for accessories with their purchases 
of shoes and the foundations will be laid for a sub- 
stantially increased business. 

Shoe merchants should take a tip from the big 
manufacturing corporations. If paint and roofing 
manufacturers have found it to their interest to sell 
accessory lines in connection with their chief prod- 
ucts, the principle must be worth studying. 
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CANADIAN SHOE MERCHANTS ORGANIZE 


Hold First National Association Convention at 
Toronto—Officers Elected 


Toronto—The First Canadian National Shoe Re- 
tailers’ Association Convention, held at Toronto the 
week of July 21, was a signal success. 

There was an excellent representation from all sec- 
tions, members coming from St. John, Halifax, Quebec, 
Montreal, Ottawa, Winnipeg, Ontario, as well as from 
the States. 

The convention headquarters at King Edward 
Hotel were within walking distance of the wholesale 
districts of the city. This furnished an opportunity 
for retail merchants to do some looking over of stocks 
and making necessary purchases. The convention 
was assembled at 10 o’clock on July 21, on the call of 
the chairman, Warren T. Fegan. Controller Robbins, 
representing Mayor T. L. Church, on behalf of the 
city heartily welcomed the visitors to Toronto. 

Addresses in response were made by George 
Gales of Montreal and John Afleck of Winnipeg. The 
first business transacted was the organization of the 
association, the adoption of a constitution and by- 
laws and the appointment of committees on resolu- 
tions and nominations. 


Retail Advertising Emphasized 


At the afternoon session, R. A. Baker of the Baker 
Advertising Agency, spoke on “Advertising.”” Mr. 
Baker strongly advised all retail merchants to go in 
more extensively for advertising, especially in their 
local newspapers. 

W. G. Wright, Insurance Editor of Saturday Night, 
read a paper on “Fire Insurance.” F. W. Stewart, 
Montreal, spoke on “Making Your Business Pay,” 
pointing out some errors commonly made on figuring 
profits. 

Ten-minute addresses were given as follows on 
various retail problems: 

“Exchanges and Returns,” by H. W. Rising of 
Waterbury & Rising, St. John, N. B.; “Retail Shoe 
Store Credits,” by Fred Argall of Three-Rivers, 
Quebec; “Standard Cartons,” by J. M. Jupp, and 
“Transient Traders,” by W. C. Miller, secretary of 


the Ontario Retail Merchants’ Association. William 
A. Smith, Hamilton, Ontario, spoke on “Local Organ- 
ization,” while Captain Howard Blachford, Toronto, 
conducted a “Question Box” in which difficulties 
experienced by the various retail shoe merchants were 
discussed. 

On Monday evening a reception of an informal 
character was held. This afforded abundant oppor- 
opportunity for the meeting and mingling of members 
of the trade. 

Election of Officers 


Officers were elected as follows: 

President—Warren T. Fegan, Toronto. Vice- 
presidents—Ontario, R. E. LaSueur, Sarnia; Quebec, 
George C. Gales, Montreal; Maritime Provinces, 
H. W. Rising, St. John, N. B.; Manitoba, W. R. 
Devlin, Winnipeg; Saskatchewan, Alberta, and Brit- 
ish Columbia, James Goodwin, Vancouver. Secre- 
tary—Edward Cook, Toronto. Treasurer—J. W. 
Jupp, Toronto. Executive Committees—Ontario, 
E. A. Stephens, Ottawa; Felix Fobert, Lindsay, and 
F. H. Foley, Bowmanville. Quebec, Louis Adelstein, 
Montreal; F. J. Argall, Three Rivers, and C. R. La- 
Salle, Montreal. Maritime Provinces, W. L. Tuttle, 
Halifax; C. T. Hughes, Charlottetown, P. E. I., and 
L. Higgins, Jr., Moncton, N.B. Manitoba, John Alfleck, 
Winnipeg; R. Creelman, Brandon, and M. Johnston. 
British Columbia, James Gordon, H. C. Wilson and 
James Mayer, all of Vancouver. 


F.S. Scott, M. P., Opposes Exporting of Leather 


In the course of an address, F. S. Scott, M. P., of 
Ottawa, Ontario, president of the Canadian Shoe 
Manufacturers Association, paid a high tribute to the © 
Canadian shoe trade generally for the stand taken 
during the war in “Carrying On.” He urged his hear- 
ers not to let up in this regard now that the war is 
over, but to continue to make even greater sacrifices 
in order that Canada may grasp to the fullest extent 
the splendid opportunities which are presented to her 
in the way of post-war business. Mr. Scott pointed 
out the scarcity of leather and the need of meeting 
this difficulty patiently in view of European condi- 
tions. He opposed the exporting of the raw leather, 
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but advocated that it should be manufactured into 
boots and shoes in Canada and that the manufactured 
article should be exported. Ninety-five per cent of 
the shoes worn in Canada are made in that country, 
according to Mr. Scott. 

R. H. Greene of Gutta Percha & Rubber, Ltd., of 
Toronto, talked interestingly of the uses of rubber, 
especially in their rélation to the shoe trade. 


Subjects Considered of Practical Nature 


On Tuesday the subjects considered were of a 
practical character which interested all attending the 
convention. 

At 4 0’clock a complimentary automobile tour of the 
city was given by Gutta Percha & Rubber, Ltd. At 
7.30 P. M. a banquet at the King Edward Hotel was 
held. At 8 o’clock a theater party for the ladies at the 
Royal Alexandra was arranged. 

Much enthusiasm was manifested at the convention. 
New friendships which were worth-while were formed 
and old ones strengthened. 

On July 23 the members of the new association 
took the first train for Kitchener, where the day was 
spent at the First Canadian Shoe and Leather Exhibi- 
tion. 


‘SHOE AND LEATHER FAIR 
First Canadian Exhibition, Held At Kitchener, 
Ont., July 21-26 

Kitchener, Ont.—The First Canadian Shoe and 
Leather Exhibition, which also included the allied 
industries of the shoe business, was held at Kitchener, 
Ontario, during the week of July 21 to 26. The 
building in which the exhibition was held was admirably 
adapted for this show. 

On Wednesday, which was “Retailers’ Day,” the 
special train arrived from Toronto at 10.30 A. M. 
and was met by a band which led the merchants to 
the auditorium for an informal reception. In the 
evening of Wednesday the Breithaupt Leather Com- 
pany invited the visitors to an informal dinner at 
Bridgeport, the “Coney Island’ of Kitchener. 

On Tuesday, “‘Manufacturers’ Day,” the Lang Tan- 
ning Company did the entertaining of the manu- 
facturers. 

Thursday was “Jobbers’ Day,” also “Allied Trades 
Day,” when manufacturers of the various articles that 
are needed in the construction of boots and shoes had 
a prominent bearing. 

Retail merchants were present on every day of the 
week and were most welcome. 


A ROSENBUSH OUTING 
System of Profit Sharing to Be Soon Adopted 
An outing tendered to the scores of home office 
employes, families and friends of Al A. Rosenbush 
®& Company, shoe wholesalers, of Boston, was held 
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at Nantasket Beach, with banquet at the Villa 
Napoli, on July 19, last. Athletic sports were par- 
ticipated in to the great enjoyment of all. The 
master of ceremonies at the banquet was Al A. 
Rosenbush. The “chief” is very popular with his 
friends and business associates and his talk was 
greeted with much applause. He emphasized that 
the time was at hand when periodical distribution 
of profits among employes was essential to the 


. welfare and growth of every business institution; 


that loyalty, co-operation and personal efficiency 
should receive their reward. He announced that by 
the time the present vacation season had ended 
plans would already be well under way for the 
organization of a “good fellowship club’ for both 
male and female employes. A system of profit sharing, 
he stated, would soon be in operation. 


BRITISH CONSUL-GENERAL 


Captain Gloster Armstrong Guest of Boston 
Shoe Trades’ Club 


Captain Gloster Armstrong, recently appointed: 
British Consul-General in Boston, was a_ special 
luncheon guest of the Boston Shoe Trades’ Club. 
Wednesday noon, and made the acquaintance of many 
local shoe and leather exporters whose business. 
requires the co-operation of his office. 

The new Consul-General is well known in Boston, 
having been largely instrumental in establishing the 
original steamship service between this city and Man- 
chester, England. For the past 16 years he has been 
the representative of the Manchester Ship Canal 
Company, with headquarters in New York. 

In introducing Captain Armstrong, Vice-President 
Thomas F. Anderson extolled him for the very great 
interest he has always manifested in the building up of 
better transportation and commercial relations be- 
tween this country and Great Britain, and said that 
his appointment to his present position will undoubt- 
edly be a splendid thing for Boston and New England. 

In the course of his address, Consul-General Arm- 
strong spoke of the great change that has taken place 
in the world shipping situation as a result of the war. 
Previous to the great conflict, he said, the United 
States was largely dependent on Great Britain for its 
steamship facilities, but now it has an enormous ship- 
ping of its own which will have to be utilized in some 
way. It is obvious that the more the Ameri- 
can people purchase from Great Britain, the greater 
number of articles produced in the United States the 
British people will be able to buy here. 

One of the greatest needs of the moment is a closer 
acquaintanceship between the business men of the 
United States and those of Great Britain, and there 
should be a constant intervisiting of trade delega- 


tions. 
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Keynote of New York Style Show 


Sounded by President John J. Slater in His Presentation of Facts 
' from Shoe Merchants’ Standpoint 


was held at the Bush Terminal Sales Building 

on the evening of July 17 and 18, was sounded 
by President John J. Slater, president of the New York ‘ 
Retail Shoe Dealers’ Association, who clearly pre- 
sented to the large number of shoe men and the public 
conditions in the 
shoe and leather 
trade from the stand- 
point of the retail 
shoe merchant. 


T HE keynote of the New York Style Show, which 





A Clever Feature of 
the Show 

One of the clever 
features of the show, 
exhibiting both eve- 
nings, was Noguchiya, 
manufacturer of ki- 
monas, shirts, paja- 
mas, neckwear and 
“Ladays manish 
shirts’’ at 601 West 
136th Street, New 
York. 

Madame and her 
husband came to this 
country about seven 
years ago. She has 
become so thoroughly 
Americanized __ that 
she says she has no 
wish to return to the 
**Home of the Cherry- 
blossoms,” excepting 
for a very short visit. 
She speaks 
very well .and can 
write it much better. 

She is appearing in 
a pair of real Japanese 
shoes. These are the 
type worn by the middle class of Japan and were 
loaned from the extensive collection of A. L. Slavens, 
president of the Boyden Shoe Manufacturing Com- 
pany, Newark, N. J., who also exhibited his modern 
types of footwear at the New York Style Show. 

Madame Noguchiya says that her preference is 
strictly for American-made footwear. 

This little lady, who is only about 41% feet in height, 
believes in foot comfort and wears a 3-C shoe. 
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NOGUCHIYA 


An Americanized Japanese Lady—New York Shoe 
Style Show—July 18-19. 


‘President Slater said in part: . 

“The manufacturers having offices in this building 
conceived the idea of presenting at one time their 
efforts in design—of shoes—for the coming season. 
Through the courtesy of the management of the Bush 
Terminal Building this auditorium was used, the 
event successfully 
crowned. Now we are 
here to celebrate the 
perpetuation of the 
Shoe Style Show; 
welcome ! — welcome, 
all! _. 

“Before we lift the 
curtain to your 
eyes, before we 
glimpse the new 
modes, allow me to 
emphasize the great 
difficulties which 
must have attended 
each individual crea- 
tion. 

“These are far from 
normal times, in fact, 
we can hardly visual- 
ize stability. 

‘“‘When it was my 
good fortune to speak 
to you at the first 
style show—I pre- 
dicted higher costs 
not only in produc- 
tion, but in distribu- 
tion. 

-“But never did I 
dream that my prog- 
nostication would 
carry us to the ex- 
tremes of today. 
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Situation Analyzed 


“To analyze the matter: Why are we getting this 
enormous advance? Firstly, labor conditions in all 
trades have changed; workmen are demanding more 
for their services than ever before, and the 
shoe trade has advanced along under the same condi- 
tions. The shoemakers of two or three years ago who 
were satisfied with a salary of $18 to $25 are now re- 
ceiving $35 to $60, and this follows through the whole 

(Continued on page 47) 
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SMART BUCKLES 
AN EXCLUSIVE STYLE 
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Strap slipper in black , ‘ 
and white kid. Straps y Strap slipper in boot 
are made of black kid pe be ery’ ere 
piped with white. of the foot in pointed 
inch-wide tabs, which 

give a fringed effect. 


A Freedom of Style in Paris 


Authoritative Information on Footwear Fashions from Our Paris Office 


'\ TITH the ceremonies connected with the signing of the Peace, and the final week of the races 


at Longchamps and Auteuil, fashionable Paris has been kept busy. Unfortunately, the 
weather was not auspicious for the well-known Auteuil race of the “Haies.”” The Drags, 
however, was more successful, and though the day was uncertain, crowds of elegantly dressed women 


filled the pesage. Of Drags, however, there were none. Formerly, the elite of Paris society used to 
gather in the Place de la Concorde and ride from there to the 


races on their private drags. This year, the drags were want- 
ing, and a picturesque 
note was missing. 
With regard to the 
fashions, nothing newer 
than the fitted line, the 
stiffened hips in crino- 
line effects and thefuller 
skirts were launched. 
After all, more than 
one radical change of 
silhouette in a season 
can hardly be expected, 
and that the present 
accepted silhouette is a 
radical change from the 
straight line styles of 
the past four years is 
undeniable. 


A Turn to Curves 


Whereas, formerly 
the attempt has been 
to make a woman look 
as much like a straw as 
possible, the idea seems 

Are there stockings or are there none? now to be todevelop as 
That is the question. In any case, the many curves as human 


umps are very obvious, and are made of anatom will stand 
biack patent leather with large buckles 4 ‘ails to Footwear in Parisis elaborate, and sli 
- ppers 
of jet. Model from the Longchamps here nature fails to 2 
el provide the necessary and mule pumps are extensively worn. 
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substance, crinolines step in to supply 
the deficit. 

As a matter of fact, the fashions thus 
far launched have from every point of 
view proved a disappointment. In most 
cases, it seems as though the French de- 
signer has lost his cunnirfg. Dresses are 
over-trimmed, the line is broken in 
every possible manner, while the com- 
binations of materials and colors which 
are frequently found in one and the same 
model are suggestive more of a wild at- 
Strap me 5 ard in black kid. The straps over the instep button with a tempt to create something new at any 
diamond button and are cut in one with the slipper. The crossed cost, rather than a logical and rational 
instep strap which forms a bracelet is also cut in one with slipper and development of any style principle. 


is fastened with a diamond buckle. 
Figure at the right shows a high laced boot with the leather cut out Skirts Short—but Fuller 


over the instep, the opening filled in with lattice work of leather ° ‘ ‘ 
straps. This model was worn by Mademoiselle Polaire, the popular With regard to skirts, these are still 
French vaudeville actress, with no stockings. short, but they are daily increasing in. 

fullness. The trouser skirt is also gaining 


ground, notably for dancing gowns, and as Paris as well as the rest of the world is evidently to cele- 
brate Peace by a renewed furor for dancing, anything that aids in this pleasure or lends itself 
readily to the terpsichorean art is sure of success. Several of the leading actresses in Paris are now 
wearing on the stage most marvellously constructed trousered skirts in one sided effect. Sometimes 
the skirts have a train. Quite as often they are trainless, but in any case the foot, ankle, and prac- 
tically all the limb are displayed. ‘. 
Low Shoes Continue Leaders 

So far as shoes are concerned, the low styles with complicated strap effect still hold their own. 
The bracelet slipper and the high-heeled sandal both are equally prominent, and both are worn 
respectively for street or house wear. 

Black patent leather slippers with perforated trim and underlay of white also figure conspicu- 
ously, and are worn with white stockings. The favorite style in the black and white combination is 
the shaped instep strap mule or bedroom slipper model, which was brought out quite at the commence- 


ment of the season. 





Many Styles—All In Fashion 


White slippers with high Louis X Vth heels in buckskin with trim of patent leather and with 
complicated lacing or black silk ribbon are much in evidence and these are worn with thin white silk 
stockings. 

Light cream colored and fawn colored suede ties 

with matching silk stockings are well liked and are 

worn with costumes in contrasting color such as mauve —— 
or crushed strawberry. Gray suede strap slippers and 

bracelet slippers are also worn to some extent, but are 

less favored than those in light tans, browns, or black 

and white. 

A word on stockings. These when worn are very 
thin and are as near the flesh in color as possible. 

Black satin slippers with bright red satin heels 
are fashionable for wear with all black evening gowns. 

These as a rule have elaborate toe ornaments of rhine- 
stones or of cut steel, 

Dancing sandals in metal cloth with bright 
colored leather heels and satin lacings in the same color 
as the heel are also in great demand, and are con- 
spicuous at all tango teas and dinner dances. 

As a general thing, it may be said that all styles 
in shoes as well as in costumes tend towards much 
elaboration and fancy effects. 

In high shoe styles, there is little new to report 
— me previous — Ropes is bond the — for _ 
ow styles, and neither t makers nor fashionable ‘ fe 
women in Paris are bothering their heads as to whether a oy Pas Ponts — wyrvang Gebe Deien in 
or not the high boot will be a factor for the coming season. strap are heavily headed in’rhinestones. ° 
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Banquet on Eighth Floor of Hotel Astor, New York, July 18, at Close of the First Annual J. & T. Cousins Salesmanship Course 


A Chautauqua in Salesmanship 


‘Sixty Merchants from Nineteen States Take Five Days’ Course in Women’s 
Shoe Fitting and Merchandising 


the auspices of the J. & T. Cousins Company, 

Brooklyn, and the Churchill Hall, Inc., New 
York, came to a successful completion on Friday, 
July 18, when 60 retail shoe merchants received 
diplomas, indicating that they had passed examina- 
tions in scientifically fitting women’s shoes. 


T HE salesmanship course which was given under 


Testing Fittings in Types 

A test-meeting was held last December with 12 
retail merchants present. Three different types of 
feet were chosen for the working out of this fitting 
system; along, slim, bony foot, a short, fat foot and 
an ideal 4-B. Shoe models for each of these three 
types were selected covering a complete range of 
sizes, so that there were from 15 to 25 choices. While 


all of the 12 merchants were experienced shoe fitters, 
no two salesmen fitted the models alike. A stand- 
ardized system was evidently what was needed. It 
was, therefore, decided that actual impressions should 
be taken of the individual woman’s foot. 


A Model Box 14x18 Inches 


A model box 14” long and 18’ wide was prepared 
with a piece of dental rubber on the top, blotting 
paper was attached and between the rubber and 
blotter and a sheet of paper was an inking pad, which 
contrivance was so arranged that when the woman 
stepped on the rubber the actual impression of her 
foot was registered on the slip of paper. The blotter 
and the paper were then pulled out and the box set 
for another impression. These model boxes were 
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sent out to 60 merchants all over the United States, 
who put them into actual operation. The merchants 
pronounced it a practical idea. 

From these 60 shoe stores, 5,000 impressions were 
received and have been placed on file. It is the aim 
of Frank A. Fehlman, President of the Churchill 
Hall, Inc., and the J. & T. Cousins organization 
to get 100,000 impressions, and through their proper 
classification it is felt that women’s feet will be re- 
corded as they are today. 

The school was conducted from 9 to 4.30 every 
day. The salesmanship course covered a week. While 
scientific fittings were acknowledged as two-thirds of 
its educational aim, the course included Iessons in 
merchandising, the psychology of sales, window 
trimming, better arrangement of shoe stores or 
sections giving women being fitted more privacy, 
sales arguments, especially in the way of meeting 
the customer’s arguments or complaints in regard to 
high prices. A grammar for salesmen to consult for 
ten minutes a day during a six weeks’ course of study, 
was carefully selected. 

J. B. Cousins argued for better systems of stock 
and record keeping in retail stores. “Quick informa- 
tion is the salesman’s best asset,” he declared. A 
series of charts showing a perpetual inventory 
and other necessary records was presented. 


An Interesting Lecture Promoting Louis Heels 

An interesting lecture was given by Mrs. Overman, 
with Churchill Hall, Inc., who is a graduate of Vassar 
College. Mrs. Overman’s talk was a promotion of 
style in women’s shoes. 

At the banquet, which was held on the eighth floor 
of the Hotel Astor on Friday evening, July 18, Mr. 
Fehlman stressed the fact that advertising as it is 
conducted in the retail stores is not given the atten- 
tion that it deserves. 

After dinner talks were also given by Frank A. 
Fehlman, J. B. Cousins, H. C. Wheeler and by mer- 
chants in attendance. An entertainment followed. 


Four Students Receive Honorable Mention 


In awarding the diplomas there were four persons 
whose percentage in the examinations were honorably 
mentioned; one represented the store owner; an- 
other man the buyer; a woman represented the buyer 
and salesman and a man represented the exclusive 
salesman. 

John J. George, Lawton, Okla., had a perfect paper, 
100 per cent, and he was the honor man. Ed C. 
Weber, the buyer, with S. J. Brouwer Shoe Co., 
Milwaukee, Wis., also had 100 per cent. Grace D. 
Ivory, woman buyer and saleswoman, with A. E. 
Troutman & Co., Greensburg, Pa. had a percentage 
of 98 per cent. Theopohile J. Guertin, with Thos. S. 
Childs, Inc., Holyoke, Mass., represented the strictly 
salesman class with 98 per cent. 
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KEYNOTE OF NEW YORK STYLE SHOW 
(Concluded from page 42) 


trade in the same proportion. Leather which sold 
in 1913 at 60 cents a foot is now selling at $1.00; 
calfskins which were selling in the month of March 
of this year at 68 cents are now selling at $1.25. Now, 
when and where is this going to stop? The shoemaker, 
the cutter, the fitter and the manufacturer must all 
live. The retailer and his clerks must all live. Who 
of you has not felt the heavy cost of living—rents, 
transportation and all the necessaries of life have ad- 
vanced from 50 to 300 per cent. From the retailers’ 
point of view it is absolutely necessary for him to 
increase his overhead. The porter, the errand boy, 
the chauffeur, the delivery clerk, salesman and man- 
ager must all receive compensation to cover these 
abnormal conditions, but so long as high prices con- 
tinue in any one commodity so will we have high prices 
in all other commodities. 


World Shortage of Leather 


“The leather situation is most serious. Today 
there is a shortage of leather throughout the world. 
There is a famine in leather. Under normal condition 
the take-off of hides in this country is only 50 per cent 
of the leather we use; the balance is imported from 
the different countries of the world. In calfskins 
alone during the year of 1912 there were 105,000,000 
pounds imported into this country. For the fiscal 
year of 1918-19 there has been imported only 21,000, - 
000 pounds while our normal rate should have been 
175,000,000 pounds. We are earnestly hoping 
that when conditions in Russia are normal that 
instead of only receiving 600,000 pounds in one year 
we will receive our normal rate from that country, 
namely, 60,000,000 pounds. 

“‘Rawhides are advancing.every day. The price per 
pound today is $1.05, and it was only a few years 
ago that the dead animal was purchased for meat, 
the hide being reckoned only as a by-product. When 
in New Hampshire a few days ago I learned that the 
hide of a six weeks’ old calf was purchased for $5, 
whereas the whole carcass less than five years ago 
brought only $5 to $6. 


A Presentation of Straight Facts 


“‘Gentlemen—the shoe trade throughout the entire 
country today is banded, not for the purpose of ex- 
travagantly increasing the cost to the consumer of 
footwear, but for the purpose and ideal of giving a 
square deal. 

‘Gentlemen, the price of footwear is going—climb- 
ing—but I think in all fairness that the buying public 
must realize that profitering is not, to use good Ameri- 
can slang, ‘being done.’ ”’ 
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Taking a Correct Inventory 


A “Stop---Look and Listen’’.Guidepost---Appraise Not on Original 
Cost, but on Present Day Value 


It is a reflection of the past, a record of the 
present and a prophecy of the future. 

The purpose of an inventory is primarily to arrive 
at the net worth—the present day value—of a stock 
of merchandise. 

An inventory rightly taken, however, tells infinitely 
more than this. It discloses the hits and the misses, 
the successes and the failures, the gains and the losses, 
of the past fiscal period of the business. 

It shows where careful, painstaking attention to 
business has been rewarded. It presents a picture 
wherein careless, unthinking methods have wrought 
havoc with the net profits of the business. 

It reveals wherein fear, lack of knowledge and 
weakness have made their imprints in the trend that 
business has taken. It shows just as plainly that 
knowledge, scientific methods and right thinking 
have produced the fruit of success of which they are 
surely the seed. 


I NVENTORY isa big, broad, comprehensive word. 


Accuracy of Profit and Loss Statement 
Important 


The findings of the inventory sheet form the basis 
of the profit and loss statement of the business, and 
since the profit and loss statement is the basis of 
credit reckoning required from the merchant pur- 
chasing the goods, the accuracy and truthfulness of 
the inventory can be readily seen and appreciated. 

The basis of arriving at the actual true and correct 
valuation of the merchandise is, therefore, of the 
utmost importance. 

The larger and better stores generally keep a stock 


record of each lot of merchandise that comes into the 
house. This record practically becomes a histery and 
is so arranged that it constitutes a perpetual inventory 
of that particular lot of articles. Taken together, 
they produce a perpetual inventory of the whole 
stock. 

These records vary according to the size of the 
store, and according to the data whichthe manager 
deems necessary to arrive at the conclusions in mind. 

Below is given the form of a card used by a suc- 
cessful shoe merchant as part of his stock accounting 
system. The card is printed on both sides so that a 
shoe can be traced during its lifetime in the store. 

Along with this card is used another card showing 
daily additions of number of pairs received or pairs 
that may have been sold and returned and also daily 
check-off of the pairs sold. In this stock accounting 
system a book is used in which weekly totals are 
carried. 

By these records the number of pairs of shoes in 
the house, as well as the actual cost of the same, can 
be determined any day by a very few moments 
devoted to a simple calculation. 

In connection with a system of this sort another 
record book is kept by many stores called ‘The 
Reduction Book.” 

This book is used to keep a record of merchandise 
that has been “‘marked down”’ and is useful for three 
purposes. First: To give the management a reason 
for the mark-down. ‘Second: To show how lines are 
moving, and, Third: As a basis of setting a new 
valuation on merchandise at inventory time. 

It is obvious that if a pair of shoes that originally 
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cost $6 and marked to sell at $10 was during the 
season reduced to $8.45, and later the reduction book 
shows that this same lot of shoes has been reduced to 
- $6.95, there must be something radically wrong some 
place. The shape.of the last, the color, the pattern— 
something—must have been wrong or else the buyer 
over-estimated the quantity that he could use of this 
particular shoe. The reduction book is a silent re- 
minder of mistakes—of ‘‘misses”’ instead of “hits” — 
made by the buyer. 

Where no perpetual inventory is kept the only way 
to arrive at real value is by personal inspection of each 
article or each lot. 


Plan of Personal Inspection Advisable 


Even though the perpetual inventory has been 
kept, the plan of personal inspection is really advisable 
in arriving at the value of merchandise. 

Scientists tell us that 85 per cent of knowledge at- 
tained by the average man is gained through the eye. 
A personal inspection of the merchandise will, there- 
fore, give a more comprehensive idea of its value than 
simply a mental picture gained from studying charts 
and record books. 

The actual value of a pair of shoes or a lot of shoes 
must be determined, not alone by the quality of ma- 
terial contained in the vamps, uppers and soles, but 
must be determined by taking into consideration, also, 
the shape, style, general appearance and especially 
the sizes and widths. +e 

Too many merchants make the mistake of consider- 
ing only the value of the materials and lose sight of the 
style element and the sizes and widths contained in 
the lot. 

When it is remembered that the average store does 
50 per cent of its business in women’s shoes on fives, 
fives and a half and sixes it becomes very apparent that 
a lot of shoes, no matter when they were bought— 
even if they have not been in the house to exceed 
60 days—but at inventory time are found to be very 
heavy on twos and a half to fours, with no fives, 
fives and a half or sixes and then, possibly, a seven 
and an eight, are not worth anything near their 
original cost. 


The merchant who considers only the time element 
in making his inventory—who considers that a shoe, 
no matter what the size, is worth what it cost, just 
because it is new—is sure to fool himself on his 
inventory. 


Leftovers Are the Bane of Business 


The bane of the shoe business is odds and ends and 
leftovers. If merchants realized what it actually 
cost them to carry goods over from season to season 
they would be more careful in their buying; they 
would be more ready to use P.M.’s, to take mark- 
downs, to do more advertising, to do everything 
possible, in fact, to keep their shelves clear of odds 
and ends. 

Various methods are used to calculate the cost of 
carrying merchandise over from season to season. 
There are a class of merchants who seem to think 
that when they have carried a pair of shoes a year 
they have lost only 6 per cent on the investment and 
take their inventory on this basis. 

As a matter of fact, they have lost, according to the 
figuring of the best merchants of the country, not 
only that 6 per cent, but they have lost a percentage 
represented by their entire overhead expense, ex- 
cepting that small item represented by actual selling 
cost which, in the average store, dare not amount to 
over 7 per cent. 

In other words, if a merchant’s entire cost of doing 
business is 25 per cent and his actual cost of selling 
is 7 per cent, it has cost him 18 per cent to carry a 
pair of shoes on his shelves a year. 


The Plan of Reasoning Explained 


Here is the plan of this reasoning; it certainly sounds 
reasonable: 


Let’s suppose a pair of shoes cost $6 a year ago. 
It cost freight, drayage, buying expense, rent, heat, 
light, insurance and taxes; it has been shifted from 
place to place in the stock, has been dusted and 
handled; it is due for its share of management expense; 
it has, in fact, been the means of incurring its share 
of every item that goes to make up the sum total of 
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overhead except actual selling expense and possibly 
delivery expense. 

This plan of reasoning has not taken into considera- 
tion depreciation, except to the extent that depre- 
ciation becomes an item of general overhead expense. 

During the past two or three years shoe prices have 
advanced rapidly. Many merchants have seen fit in 
taking their inventory to take the shoes on their 
shelves at replacement values, in this way increasing 
their inventory by quite a considerable volume. In 
certain cases this plan is probably all right, but if a 
merchant adopts this sort of a plan he should just 
as readily take a loss on odds and ends, and especially 
end sizes sitting on his shelves. 

No advance in the prices of shoes is sufficient to 
overcome the deterioration that comes with change of 
style and the accumulation of end sizes. 


Paper Profits Will Not Pay Bills 


Paper profits look all right on the balance sheets, 
but they will not pay for merchandise, clerk hire 
and taxes. 

In many department stores and so called novelty 
stores a key is used in connection with the stock 
number which shows the date of purchase of each 
article. 


Life of a Shoe In Stock—Eighteen Months 


The compensation of the manager of a department 
depends upon the net profits of the department under 
his charge. 

In many of these stores merchandise is inventoried 
according to the length of time it has been on the 
shelves, as well as according to its actual value. 
In many of these stores a limit of eighteen months is 
figured as the “life” of an article. If it is in stock 
longer than this, it becomes “dead” and is not 
included in the inventory. 

Rapid turnover is the law in vogue in these stores. 
The question is not so much long profits, but con- 
stant profits, keeping busy both the capital and the 
help in the store. 

This idea is the basis of new era merchandising. 
Keeping constant tab on every article of merchandise 
in the store; keeping the price adjusted according 
to the way that article of merchandise is moving; 
putting into vogue methods of compensation for 
salespeople that will make them alert, always on their 
toes, and having constantly in mind the forcing out 
of the slow movers and stickers. 


Forget the Prices at Which You Bought— 
Revalue Your Shoes 


In placing valuation on shoes at inventory time, 
ask yourself a question, ““‘What would I be willing 
to pay for these old crabs if I were buying them from 
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somebody else to put into my stock today” Forget 
what they cost and when they were bought and re- 
value them as though you were” purchasing them 
today. : 

Then mark thefre-valuation on the shoes, the car- 
tons, the stock-book or wherever the cost record is 
kept; put a selling price on the shoes that will show 
a good, healthy profit, based {on the new cost value. 
Go one step farther: Get! them out .in sight and 
constantly hammer at them: until the stock is rid of 
them. 


An Example of Incorrect Valuation of Stock 


A few years ago a man whothad been in the shoe 
business in Michigan for many_years died. When he 
realized that death was near, he made a will. By the 
terms of the will various relatives were to receive. 
stated amounts of money, running from one hundred 
dollars to a few thousand each, and the residue of 
the estate was to go to the widow. In the will he named 
his brother as executor. The brother happened to be 
a merchant also. As executor he took charge of the 
estate and proceeded to settle up the affairs. 

The stock of shoes which was valued by the 
deceased merchant at thirty-five thousand dollars 
proved by actual inventory and appraisement to be 
worth a trifle less than nine thousand. The wide- 
spread between the estimated value of the stock and 
the actual value came from the plan of invoic- 
ing which the deceased merchant had used throughout 
his years of business. By hunting up his old inventory 
books it developed that he had always taken his 
merchandise at actual cost instead of actual present 
day value. In this way, he had “kidded’’ himself 
into believing that he was a well-to-do merchant, 
was leaving his wife comfortably fixed, and was 
rendering assistance to his other relatives mentioned 
in the will, while, as a matter of fact, his estate was 
nearly bankrupt. ’ 

Had this merchant kept his finger close on the pulse 
of his business and been familiar with the actual value 
of his stock, taken depreciation as he should have 
taken it, cleaned up the odds and ends and broken 
sizes month by month throughout his long career, 
his stock would no doubt have been worth what he 
actually thought it was worth when the end came. 


Courage Is Needed to Face Mistakes and Look 
Future in the Face 


It takes courage, and a lot of it, to face our mistakes 
and. admit where we have been in error, but when we 
do take such an inventory both of our material stock 
of merchandise and our mental stock of ability and 
then clear our decks and set our sails for a straight- 
away run for the future we are in position to look 
that future in the face and turn our backs on the 


- mistakes of the past. 
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PGREGORY &§ READCO 


REGORY & READ use no 
other than the McKay 
method in manufacture. 


Such specialization 
added to the infinite care 
taken with every model 
has produced a standard 
of quality and fit that is 
second to none. 


You will always find a 
dependability of mer- 
chandise—a beauty of 
line —in every pair of the 
Gregory & Read product. 


GREGORY and READ CO. 
LYNN “MASSACHUSETTS 


HIGHEST GRADE MCKAY 
FOOTWEAR FOR WOMEN 
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NORTHWESTERN 
LEATHER COMPANY 


14 SOUTH STREET, BOSTON, MASS. 








Color No. 35 Soru 


A medium priced, high grade, colored 
side leather in a vegetable tannage. 


Color No. 31 Russide 


A smooth, rich, dark shade in a chrome tannage. 


Color No. 37 Russide 


A boarded chrome leather in the coming season’s 
popular color. 
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Pilgrims on the Way to holp Mecca. 


On the pilgrimage to holy Mecca, the desert traveller needs good 
supply of water to sustain bim from oasis to oasis. The Enemy, as 
the Arabs call the sun, strikes bard in the wastes of sand and woe to 
bim wbo tuns sbort of water. At tbe well in the oasis = goatskin 
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water bottles are filled, as many as a strong camel can carry, and the 
devout pilgrim sets fortb strong in tbe belief that whatever befall, 
Allab alone is all knowing. Tbe goatskin water bottle antedates Christ 
and Mobammed and is still used by the desert Arabs. 
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Compliments of Northwestern Leather Co., Boston, Mass., U.S.A. 
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Mave Money and More Shoes 


Make Both Move Faster to Cut Out Dead Stock and Depreciation, as 
Well as to Make Business Safer 


SHOE merchant is doing a business of $100,000 
annually. He figures his gross profit at forty 
per cent. His net profit is about ten per cent. 
He considers seriously the cutting of his gross profit, 
perhaps to thirty per cent, and taking his profit on 
the discounts. 
That is a sign of one possible change in shoe busi- 
ness. Some may think it foolish to sacrifice a large 
gross profit. But large 


hasty but quite true, of the salesman who exclaimed: 
“Believe me, from now on shoe merchants have got 
to buy their shoes on pretty near a cash basis.” 

That depreciation of $1,250 on an overstock of 
$5,000 shows twenty-five per cent. That is quite a 
hole to dig into a gross profit of thirty-five, or forty, 
or whatever else per cent the merchant may use as a 


basis for his figures. 
Enemy of Business 





profits are not always 
a bed rock foundation 
for business. The quick 
turning of stock, or the 
changing of money into 
shoes, is as firm a foun- 
dation as there is; and to 
secure this quick turn- 
ing of stock is the 
intent of the merchant 
who may change his 
method of figuring his 
profits. 

Depreciation is the 
stuff that eats up profits. 
It eats them up as rust 
eats iron, and moths 
eat last Winter’s high- 
priced coat. There is 
no chance for deprecia- 
tion to do its evil work, 
if goods are kept turn- 
ing. Hence the need 
of quick sales, and of 
the avoidance of over- 
stock. 


Losses On ‘‘Hold- 


Overs’’ 


One merchant figures 
that in $5,000 over- 
stock there is a_ loss 
of $1,250 in a year, 
counting interest, stor- 








A Billion Dollar Industry 


More than a billion is now invested in 
shoes and leather. 

$300,000,000 is invested in leather manu- 
facturing. 

$250,000,000 is invested in shoe manu- 
facturing. 

$30,000,000 is invested in cut stock manu- 
facturing. 

$12,000,000 is invested in the making of 
findings. 

The total is $592,000,000, or more than 
half a billion. The figures are from the 
census for 1914. They have increased much 
since then. 

To these figures add $500,000,000, an esti- 
mate of the amount invested in shoe mer- 
chandising, and the total is more than a 
billion. 

The figures do not include the money 
invested in shoe machinery, lasts and pat- 
terns, ink stains and blackings, shoe store 
equipment and miscellaneous other equip- 
ment and merchandise commonly handled 
in retail stores. . If these were added, the 
total amount invested in the shoe and 
leather industry would be much more than 
a billion. 

Increase in the capital in shoes and 
leather is going on all around the world. 








‘The statement of an 
old established shoe 
firm shows that it car- 
ries stock of approxi- 
mately $250,000. It 
allows for a deprecia- 
tion of $50,000 on this 
merchandise. (The 
exact figures are not 
given for obvious rea- 
sons.) It figures the 
quick cash value’ of its 
stock at $200,000. Such 
is its statement to the 
bank that lends _ it 
money. This statement 
shows a depreciation of 
twenty per cent. Evi- 
dently depreciation, 
aided by old Father 
Time, is one of the big 


i enemies of the shoe 


merchant. 

The quicker stock is 
turned, the less depre- 
ciation there is in it. 
One merchant, a most 
successful big city mer- 
chant, is credited with 
turning his stock six 
times a year. An old 
established concern in 
a large city, selling to 
a conservative trade, 





age and depreciation. 

Depreciation goes on all the while, in face of 
rising prices of leather and shoes. And just 
remember ,that rising prices do not go on forever. 
Clean out the overstock. Turn it into cash. Make a 
good August 1 inventory, to show to the bank, and to 
the credit man. Keep in mind the remark, somewhat 


turns its stock twice 

a year. That is about the normal turn of stock. 

A research shows that stock is turned 1.7 times a year, 
for an average. . 

A merchant who turns his stock just twice a year 

gets just two profits on his capital. A merchayt who 

turns his stock six times a year gets just six profits. 
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Shoe Stores the World Over Are Grading Up 





A High-Grade Shoe Store 


G. J. Perrello & Co. Conduct Fine Business in Havana---One of 
the World’s Handsomest Stores 


117, conduct one of the finest shoe stores in 


( . J. PERRELLO & Co., Havana, Cuba, Labra 
the world. 


The store of G. J. Perrello & Co. has recently been 
started with G. J. Perrello at the helm. This is un- 
doubtedly the highest grade shoe store in any of the 





Six small turns may total up better than two small 
turns. 
Cash Business and Turnover 

Furthermore, the merchant who turns his stock 
often keeps it clean. No rust gathers on it, and the 
depreciation on it is reduced toa minimum. That big 
item of loss is cut out. Furthermore, shoes must be 
sold for cash, if stock is turned six times a year. That 
cuts out the losses due to bad bills, as well as to the 


expense of carrying charge accounts, both of which 
are no small items among the many shoe merchandis- 
ing expenses. 

The net profit in shoe merchandising seems to be 
about ten per cent. The statement of a firm doing a 
business of $500,000 a year shows a net profit of ten 
per cent. A firm doing a business of $100,000, and a 
firm doing a business of $50,000 both show net profits 
of ten per cent. So it is presumed that ten per cent 
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Spanish speaking countries. There are only three 
lines of shoes carried—the full line of Smaltz-Good- 


win’s ladies’ shoes, J. Edwards & Co.’s children’s , 


shoes and Edwin Clapp & Son, Inc., men’s shoes. 
In men’s and women’s shoes, the prices range from 
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An Inspiring Place of Business in Havana 








$15 to $25. The prices for children’s shoes range 


from $7.50 to $15. 
This concern reports that business was never better. 


They cannot get enough shoes to supply their de- 


mands. 





is a fair margin of profit, necessary to the maintenance 
of the prosperity of shoe merchants. 

The question comes up these times whether it is 
better to make that ten per cent on slow turnovers 
at high prices, or on quick turnovers at prices that 
speed up trade. 


THE BANKER’S STATEMENT 


What Is the Real Basis for Making Loans to 
Retail Merchants 


“What is your basis for making loans to retail 
shoe merchants,” asked a “‘Recorder’’ representative 
of a banker. 

“Character is the basis on which we make all our 
loans,” replied the banker. “If a man has a good 
character, we will lend him money according to his 
statement, and the general circumstances of business. 
“Tf a man has a bad record, he cannot borrow money 





of us, not even if his statement looks as strong as the 
Ten Commandments. 

“We accept a shoe merchant’s statement of his 
stock as correct. Men are usually as honest with their 
bankers as they are with their doctors, or lawyers. 

“We have no particular rule for the per centage of 
loans on a shoe stock. If it looks to us as if both the 
demand and prices of shoes would advance we make 
a generous loan. If it looks to us as if prices would go 
down, we contract our loans. 

“We positively will not loan for speculation. We 
consider a speculator a bad risk. 

“Usually, a man starts with us by asking for a small 
loan. We look up his character, and his record, first. 
Then we consider his stock, his store, and the chances 
of making money. If we are satisfied, we make a 
small loan. As his business prospers, we make larger 
loans to him, and we grow to be partners in business.” 


o7 









rt a aE AS PY TH ONY 







A MEME Be. 


































It 1s the tllustration that first hits the eye, tat 
pulls attention to the text of your advertisement. It is for you to catch the 
“‘ news ” of your stock to fit in with the message of the picture. Here is where 
the Recorder ad pages bring greatest results— your own text plus our 
illustrations. Learn how to use the two to the best advantage. 








Everybody’s Talking Prices 


But It’s a Case of 
Style at Any Price 


Frank Talk on Shoes 


You can’t have a world “short on 

shoes’ without the demand being 

greater than the supply. What next? 

High prices, for every goat raiser on the 

globe wants more for his skins—kid is 

king and calf is costly. It takes some- 
thing like 210 pairs of hands and 170 machine operations to make the pair of 
shoes you are wearing—and 90% of the entire cost 1s labor. 





No. 987, 25c 


There is where the shoe bill gets the big discussion—it is actually the case of 


shoes being under-valued and under-appreciated until the country went dry and 
a sympathy created for the material that kept your feet out of the wet. 


If you want reasons why—see us. If you want shoes that make you forget the 
price in the service and satisfaction they bring—see us. 


BLANK’S SHOE STORE, Boston, Mass. 











The 


Pick a Pump 
Winner That 


Holds— 


The ‘“home- 
again” oxford . 
for the man Never a slip in am 

these pumps— 

they hold to 

the foot with 

a real grip— 

the high throat effect is just like the 
Here you get wide tread, shapely 3102 best in fitting values. Try a $] (0:22 
toe, real bottoms, n’everything ret pair. Now - - - - - - - — 


“eé 


just ‘‘out-of- 
luck” on fit- 


ting and style. 
No. 988, 25c 
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White Linen or Kid Boots and 
Oxfords of Unusual Attractiveness 


All the newest style innovations are repre- They have Louis and military heels; and 
sented. turned and welt soles. 
White linen oxfords and boots, $8.50 and u 
They are cool as can be, and they are cool- White kid oxfords, $9 and up. 
i appearing. They are light weight; perfect White kid boots, $14 and up. 
I, fitting; comfortable. Fourth Fi 
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Plain Opera, Half Colonial, 
Full Colonial 
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The above were clipped from one “< 
Detroit newspaper to show the | 


ii 
(\y will) 
general excellence of the advertise- f om ih il 
ments and that each is distinctively Ms, 2 wt | 
different. : | 


Pama SS 


No. 992, 25c 


HERE ARE THE ILLUS- 
TRATIONS — PICK 
YOUR TIMELY NUM- 
BERS TO ADVERTISE 
MID-SUMMER SALES. 
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A “Returned Goods” Discussion 


Cutting off a Leg May Cure a Corn and a Bunion---But the Leg 
Is Lost Forever 


” HEN we find a merchant who is in the habit 
\ \ of returning merchandise without just 
cause, we politely tell him so and tell him 

we do not care to continue to sell him. 

“We think probably that our course in this matter 
has been the means of educating some merchants and 
bringing them to a realization of their responsibilities. 
This probably has not always helped to increase our 
business because in many instances we have lost a 
customer through telling him plainly about his faults.” 

So says a large wholesaler relative to the policy of 
his house on the matter of returned goods. 

One of the large shoe manufacturers of the Middle 
West expresses about the same thought when he says, 
‘We decided to discontinue the sale of our shoes to 
merchants who have a chronic habit of returning 
shoes or offer no good reason, and we simply look for 
another account.” 


An Illustrative Story 


This process of curing the returned goods evil 
reminds us of the story of a farmer who had suffered 
for years with corns and bunions. The most of his 
days he had worn cowhide boots for general wear 


and “fine boots’ for Sundays. Something went 
wrong with one of his legs and it became necessary 
to have it amputated. 

Legs were an absolute necessity to this farmer, 
just as customers are essential to shoe manufacturers. 
He lived in a hill country where riding cultivators and 
steam tractors were out of the question. 

However, he mounted the operating table and had 
the leg cut off. As he was recovering from the effects 
of the anesthetic, one of the doctors was holding his 
wrist and felling his pulse. The farmer looked up at 
the doctor and said, ‘Well, doctor, is it off?” 

“Yes, Mr. Hickson, it’s off.” 

‘Well, doetor, all I have to say is you have cured a 
helluva corn and a d—d bad bunion.” 

Certainly, the corn and the bunion were cured. 
That farmer would never again suffer any agony or 
pain from that source—neither would he ever have any 
service or derive any benefit from the leg that was cut 
off. 

Corns and bunions are difficult to cure, but when the 
pressure and friction are removed they usually cease 
to be troublesome. 


The Average Man Is Honest 


Just so with men. The average man is fair and 
honest, whether he be a manufacturer, wholesaler, 


retail merchant, clerk or day laborer his intentions are 
usually honest. He wants to give and be given a fair 
show. He wants to be a man among men. 

One of the largest and most progressive manufac- 
turers of women’s shoes in the country states his ex- 
perience in this wise: 

““We find that we have fewer shoes returned each 
season, due to the fact that our shoes are constantly 
being improved, which demonstrates that the most of 
the shoes returned are returned for good and sufficient 
reasons. Furthermore, we have a better class of sales- 
men than the average who do not urge merchants to 
buy anything except what they can use. When we 
feel that a complaint is not justifiable we let the cus- 
tomer know our feeling, take the matter up with him, 
and if he wishes to buy shoes elsewhere he is at liberty 
to do so.” 

One Manufacturer’s Attitude 


The matter of handling returned merchandise by 
one of the largest manufacturers of men’s shoes in the 
Middle West is as follows: 

‘When a shipment of shoes comes in, or we receive 
a notification that a shipment is to be returned, we get 
all the data possible showing just what kind of a cus- 
tomer the returner is, then when the shoes reach us, 
each pair is carefully examined. We try to put our- 
selves in the position of the retail merchant, giving due 
consideration to the time when the shoes were bought, 
when they were ordered for shipment, and when the 
shipment was actually made. Ordinarily a customer 
will notify us why he is sending the shoes back, but 
of course in many cases, no notification of any kind 
comes in. We look the shoes over very carefully to 
see whether or not they are like the sample, and 
whether our customer could have had any complaint 
on the quality of the leather, on the workmanship, 
finish or anything of that kind. In a large proportion 
of the cases we are unable to see any real reason for 
the shoes having been returned and in such cases, we 
simply forward a credit memorandum without 
ever taking the matter up with the customer in any 
way. Then, if a customer continues to return shoes 
to us, without any apparent reason, we believe that 
the easiest way to handle the matter is to simply 
discontinue selling him. We are trying to furnish 
the very best merchandise possible; make our shoes 
exactly like the sample and whenever we do not do 
so, we of course are glad to have our customers 
return the shoes to us.” 

Sure it is, that a policy carried out as outlined by 
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the manufacturer quoted above, will go a long 
way toward lessening the evil of returned mer- 
chandise. 

A concern whose business runs away up into the 
millions annually and who manufactures and sells 
as wide a variety of footwear as any other concern 
in the country, makes the following statement: 


Another Method Stated 


“Our experience has shown that if we deliver our 

shoes on time and according to sample, that we do 
not have any great amount of trouble with the 
average merchant. It is true that there are some 
chronic returners, and with them we take a firm 
stand. 
‘“‘We have not found it wise to have an argument 
with a customer who is not in the habit of returning 
goods and usually accept shipments from such a 
merchant without protest but with those who make 
a practice of returning shoes, we either break the 
habit or cut them off our books. During the past two 
years most shoe manufacturers and wholesalers have 
suffered a greater loss from returned goods than ever 
before, but it is easily traced to conditions which 
have prevailed during the war period which has 
delayed the shipment of any order far beyond the 
date of delivery specified when sold. Railroad and 
express facilities have been the cause of a number of 
shipments being delayed which has caused their 
return but, taking all in all, we do not feel that the 
average merchant wants to return shoes. If the 
matter is handled intelligently and the customer 
is written advising him just when the goods will 
be delivered, it will go far toward reducing the amount 
of goods returned. 

“In summing it all up, we feel that in most cases, 
it is best to take our medicine if we do not think we 
are being imposed upon unnecessarily, as far more 
damage can be done in destroying the good will that 
is necessary in our business than can be gained by 
creating friction with our trade.” 


More Trouble in Wholesale Trade 


In a general way, it appears that more trouble is 
being experienced by wholesalers than by manu- 
facturers on account of goods being returned. by 
merchants. This may possibly be due to the fact 
that the wholesaler buys his samples and buys his 
shoes, ‘but does not personally superintend either 
their manufacture or their inspection, and, as a con- 
sequence, when the shoes reach the retail merchant 
they are apt to be further from the quality shown 
in the sample than is the case with the average 
high-grade manufacturer. 

During past years there has been a tendency on 
the part of some manufacturers as well as whole- 
salers to produce samples far and away beyond the 
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quality and finish represented in the actual mer- 
chandise shipped. 

The retail shoe merchant must deliver to his cus- 
tomer the actual goods sold. He cannot sell him a 
pair of $10.00 shoes and then wrap up a pair of the 
same color, made on the same last and having all 
the earmarks of the shoe sold, but worth from $1.00 
to $2.00 less. 

He has just as much right to expect and demand 
the manufacturer or wholesaler to deliver to him 
shoes equally as good as the sample shown him as 
has the ultimate consumer the right to expect the 
retail merchant to deliver to him the shoes that he 
actually bought and had fitted. 


Experience of Iowa Merchant 


The average retail merchant is probably no more 
honest than any other class of citizen or business 
men, but as a general rule he likes a square deal and 
is satisfied when he gets it. In a letter received 
from an Iowa merchant recently, he says, ““We have 
received some shoes recently from one of the best 
known factories in the United States and you should 
see them; sold to us for genuine calfskin but made 
of heavy, roughest kind of side leather. Some of 
them have vamps made of one color leather and tops 
of another. In one shipment we found some tony 
red shoes in which one shoe was made with a real 
tony red vamp and a discolored top, while the mate 
was made with discolored vamp and a good top.” 

Certainly a merchant has a kick coming when he 
received merchandise as stated above. It is a safe 
bet that the samples were not made that way. 


Experience of Indiana Merchant 


An Indiana merchant some weeks ago received a 
shipment of men’s colored kid oxfords made by a 
high-grade Eastern shoe manufacturer. He bought 
forty-eight pairs running from AA’s to D’s. He 
received twenty-seven pairs, and when he went 
through the lot and took out the bad ones he had 
seventeen pairs left. Seventeen pairs in a size range 
of 51% to 11, AA’s to D’s, simply means broken sizes 
and a job lot to begin with. In this lot were shoes 
having tips of one shade and vamps of another; 
shoes with a long tip on one shoe and a short tip on 
the mate. In the lot was practically every shade 
from a light golden brown to a dark cocoa brown. 

The merchant was at a loss to know what to do 
with the shipment. They were four weeks behind 
schedule in reaching him and he needed them very 
badly, yet, he knew very well that every pair that 
he had thrown out of the lot was unsalable and he 
knew also that he could not fit half the customers 
who would be attracted by the shoe if he put it 
in his window, because of insufficient sizes. For 
many years this particular line of shoes had béen ‘his 
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are stylish-very stylish 








Novelty 
of Design 





coupled with good style—gets the 
business. 
The exclusive patterns in 


H & M Shoes 


will appeal to the women of your 
city—Theé fit and service will bring 
them back over and over again. 


Samples On Request 
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'WELTS AND TURNS EXCLUSIVELY 








Tan Norwegian 
Calf, Brogue Ox- 
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leader—a line that he had advertised and pushed 
for his high grade trade. He did not want to-earn the 
reputation of returning merchandise and yet to keep 
the lot of shoes as they reached him would have 
meant sure loss. 


General Loss Results from Returns 


In every case where shoes are returned a loss is 
borne by everybody. The manufacturer is out the 
expense entailed in packing and shipping and then 
when they get back to him he is out the expense 
necessary to rehandle them and unpack them. 

Usually he must also take a loss on account of the 
shoes containing the label of the merchant for whom 
they were made. 

The traveling salesman is out his commission on 
the transaction and the retail merchant is out the 
profit that he would have made had he retained the 
shoes and sold them. 

Somebody has had to pay the freight, drayage 
and other transportation charges. These shoes 
have received a black eye and are not worth what 
they were when they were originally packed and 
shipped. Nor is this the worst part of it. Confidence 
has been lost and good will has been destroyed be- 
tween buyer and seller—between the merchant and 
the manufacturer. Each party to the transaction 
has lost a certain degree of faith in the integrity of 
the other. 


Lack of Confidence Detrimental 


The world today is in a turmoil. Never in the 
history of this, country have strikes and lockouts 
been so prevalent,,so widespread and presented such 
a menace to the industrial conditions, not alone in 
this country, but the industrial conditions of the 
whole world. What may be the underlying reasons 
of each individual case are as varied as the individual 
strike, but the one great big underlying principle 
of them all is the same. Lack of faith, lack of con- 
fidence, lack of belief in the integrity, honesty and 
uprightness of each side of the controversy toward 
the other. 

Each party to the transaction has the feeling that 
the other fellow is trying to “‘put one over” on him. 

Within the last two years, shoe manufacturers 
have suffered from the lack of sufficient help and 
competent help. They have suffered from the lack 
of desirable materials, not only in leather but in the 
accessories and findings necessary to complete their 
product. Labor disturbances, which have resulted 
generally in shortening hours and consequently in 
increasing the cost of production, have been a serious 
handicap. 

Leather prices haye gone up by leaps and bounds 
and as a result of all of these things the actual grade 
and finish, as well as the intrinsic value of the shoes 


BOOT AND SHOE RECORDER 63 


produced, have been materially lessened in the out- 
put of a whole lot of factories. 

Manufacturers in many instances have not con- 
sidered the interests of the retail merchants as they 
should have considered them in arranging their 
shipments. Split shipments have caused dissatis- 
faction and loss to retail merchants as have extremely 
late shipments and yet the manufacturer contends 
that he is doing the best he can and theretail merchant 
ought to be satisfied. 

Some manufacturers have kept close tab on the 
orders as they have gone through the factory and 
when it was seen that shipments were going to be 
late have written to the merchants advising them 
about when they might expect the goods to leave the 
factory. | 

A great many manufacturers have not extended 
this courtesy to the merchants but have written 
evasive letters advising the merchant that the shoes 
were in process of manufacture and were having 
due consideration but not giving any assurance when 
the merchandise would finally be turned out. 


Overbuying Has Sometimes Resulted 


Many merchants by not knowing when to.expect 
their merchandise have permitted themselves to 
overbuy; have spread out their business and bought 
from more factories and wholesalers than was for- 
merly their custom. Then, when the shoes originally 
ordered would come in, they would use most any 
pretext or excuse to return the merchandise. 

Very frequently this merchandise would be packed 
up and shipped back to the factory without a single 
word of explanation. Even where the merchandise 
was not at fault, but the trouble was caused by split 
shipments or late arrival, the merchant would simply 
become indignant, and fire it back without waiting 
to give his reasons for so doing, or get an explanation 
from the factory as to their attitude in the matter. 

A letter of explanation back and forth would prob- 
ably have straightened the matter out in a satis- 
factory way and have left a good taste in the mouth 
of both the manufacturer and the merchant. 

Here is a case in point: A merchant bought several 
hundred pairs of black kid pumps, oxfords and two- 
straps from an Eastern manufacturer to be shipped 
between February 15 and March 15. The shoes 
arrived in various shipments between June 20 and 
July 10. When they arrived they were made of cab- 
aretta instead of kid. "The bottom stock was not up 
to sample nor up to the quality usually found in 
shoes from this manufacturer. 

The merchant wrote the factory a ‘fair, honest: 
letter stating his surprise at such action on the part 
of a reputable manufacturer. The head of the con- 
cern answered that letter, explaining that there had 
been a change in superintendents in the plant between 
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the time the order was taken and the time the goods 
were put into the works. In the meantime, prices 
of both leather and labor had materially increased, 
and the new superintendent had put into the shoes 
all that he could put in and make a profit at the 
price specified in the order. 

The head of the concern readily admitted that the 
merchant was entitled to receive what he bought 
and no matter what the cost was to the factory they 
would be glad to make him another lot of shoes 
according to his specifications and deliver them at 
the original price. If, in the meantime, he could use 
the shoes already shipped him, that he could retain 
them at any price that was reasonable for shoes of 
that quality. 

As a result, a compromise price was agreed upon 
for the shipment already made and pleasant rela- 
tionships were maintained between the factory and 
the merchant. - 

The Single Pair Evil 


One large manufacturer of women’s shoes who 
prides himself on both the quality and style of his out- 
put, has little trouble with the return of whole ship- 
ments, but is annoyed with the return of single pairs 
of worn shoes. “This is due, we take it,” says this 
concern, “not so much to a desire on the part of 
the retail merchant to impose on the manufacturer, 
as it is to a desire on the part of the merchant to 
please his local customer. For he is fearful if he 
refuses to make an allowance that the woman who 
purchased the shoe will not only feel that she is 
aggrieved, but will carry her trouble to her neighbor.” 

Another manufacturer puts it this way: 

“During the past two seasons more thought has 
been given to the return of worn shoes than ever 
before. These are usually classified under four head- 
ings: (1) Those that are defective in workmanship. 
(2) Those that are defective in material. (3) Those 
that are returned on account of being damaged by 
drying them out too quickly. (4) Those that are dam- 
aged by uric acid which comes from perspiration, 
barnyard wear, etc. 

“When shoes are actually defective in material 
or workmanship we are glad to have our customers 
return them to us for examination and credit. In 
this way we are often able to correct faults and-pre- 
vent future returns. 

By observation, we are led to believe that almost 
fifty per cent of the shoe merchants in the United 
States do not know how easily a shoe is burned when 
it is being dried out, or how easily it is damaged by 
uric acid.” 


A Clever Man for Adjustments 


In making adjustment of complaints, whether it 
be in the shoe factory, in the wholesale house or in 
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the retail store, is where a real man stands out above 
the average, non-thinking crowd. 

Space can not be here devoted to the discussion 
of that matter, but a future article will take it up 
in detail. 

This is a day when the game must be played fair. 
If there ever were a time when the Golden Rule 
should be put into business practice, that time is now. 

If men would remember the phraseology of that old 
Biblical rule, forget that it came out of the Bible if 
need be, and boil it all down to one word, “HON- 
ESTY” or “PRINCIPLE” and then do their think- 
ing along this line, the turmoil, the unrest and the 
disagreeable part of business practice would rapidly 
diminish. 

Play the game fair. Expect from the other fellow 
just what you are willing to render to him. Do for 
him and do to him just what you expect him to do 
for you and to you were your positions reversed. 


Every One Should Do His Part 

It should be borne in mind that industry today in 
its every branch is working under conditions and 
under a stress that has never before prevailed. 

Every branch of the shoe industry from the tanner 
clear down to the salesman in the retail shoe store 
is laboring under this stress, and just to the extent 
that each individual does his part honestly and 
faithfully ‘““With friendship toward all and malice 
toward none,” just. to that extent will the return of 
merchandise cease to be an evil. 

To that extent will business legs cease to be cut 
off to cure business corns and bunions. 





Steal Safe from Shoe Store 


Cash of Several Days’ Sales Therein—Saved by 
Patrolman 


Evansville, Ind.—An iron safe thirty inches high 
and containing a large amount of money was stolen 
recently from the Newark Shoe Store on Main Street. 
It was recovered later by John Likens, patrolman, 
when he saw three men in a large automobile unload- 
ing a suspicious looking bundle on Sixth Street, near 
Vine Street, about daylight. 

The patrolman, thinking he had caught a party of 
bootleggers, hurried over to the automobile. The 
men were absorbed in their work of unloading the 
safe and did not see the officer until he was within 
100 feet of them. Then they jumped in their car and 
speeded off, leaving the safe on the sidewalk. 

Charles E. Beller, manager of the Newark Store, 
was called to headquarters and told the police that 
there was a “good-sized fortune” in the safe, as he 
had not banked the store’s receipts for several days. 
The men secured entrance to the store by jimmying 
the front door. The safe sat just on the inside of 
the front door. 
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To Permanently Please 


all members of the family to whom the lustrous finish, easy 
comfort and long wearing qualities of glazed kid appeal 
‘ USE 
NOVILLA KID 


It has every quality which makes genuine glazed kid desirable and in 
addition “IT WILL NOT SCUFF.” 


Thus the only objection to glazed kid shoes is removed. 
You can also sell NOVILLA KID FOOTWEAR at more popular prices. 
Order your kid shoes cut from NOVILLA Kid. 


CASTLE KID COMPANY 
Originators and Sole Producers 


CAMDEN NEW JERSEY 


July 26, 1919 

















A rack of shoes ready 
for bottom filling and 
outersoling. Korxole 
innersoles for comfort. 


ERCHANTS who desire to offer their 
trade shoes that are more comfortable, 
more -waterproof, and more satisfactory 
in wear-value, will find Korxole in all 
kinds of shoes. This flexible cork inner- 
soling is being used in staple and novelty 
lines of both McKays and welts, for men, 


Adapted women and children. Specify Korxole 


in some of your lines, or ask who uses it. 
To All Lines 
Armstrong Cork Company 


132 Twenty-third St., Pittsburgh, Pa. 


Branches in the Principal Cities 





Distributors in New England for 
Korxole and Allied Products 
Armstrong Cork Products Company 
403 Shoe and Leather Building 
207 Essex Street Boston, Mass. 











. 
i 


Reg. V. 6. Pot. Of, 


“* The Flexible Cork Innersole That’s Built Into the Shoe’’ 
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We want whoever uses CASKO SHOE 
FABRICS to expect the best results from 


them. 
In inviting you to do so remember it is the more strictly 


up to us to see that CASKO QUALITY shall always 


be unusual. 


Every kind of a fabric for the outside of a shoe is in 
the CASKO line. 


CORKSCREW CLOTHS 
Cotton or Worsted Vou 

























We Will 
Gladly SILKS AND SATINS Manufacturer 
Send You For Pumps or Fancy Tops | Can Secure 
Complete Casko Fabrics 
Sampl P. 
— All Staple Colors or to Match ‘ Any siiatied 
Leather. 











-CASKO SHOE FABRICS CORPORATION 


Manufacturers and Distributors 
S. W. Corner Fourth and Arch Streets 
PHILADELPHIA, U. S. A. 










Boston St. Louis 






New York Chicago 
A. J. HAAS J. K. REYNOLDS CO. A. W. BLISS H. C. KORNDOERFER & CO. 
10 Spruce Street 221 W. Lake St. 106 Beach Street Leather Trades Building 
H. J. FRALEY Cincinnati 









W. A. BENNETT, JR. 
1015 Second National Bank Bldg. 


Rochester 
GEORGE G. SMITH 
4 Church Street 





Pennsylvania 
Representative 
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John Kelly's 
cJhoes 


Aave a trade-wide 
same a 
character, 
worthiness and. 
sty: e. 

Thats why stores 


—real l ea ders iu 


are glad to get— 
— 


* Minow Delite” 
re 


~~ Joh Kelly:ine 


Rochester, Yy. 


"lew York City :Reom 105 Graham Bid. 
Church & Duene Sts > Mr John C. Halliwell 


fo, oe 
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“EAGLE BRAND” 
POLISHES 


‘‘A Perfect Dressing for Every Shoe”’ 


ee 
xm : ww RIGHT NOW 
“EAGLE BRAND” Ge i) YOU SHOULD CON- 
POLISHES a COE CENTRATE ON 
IN YOUR STOCK Sia THESE THREE 
MEAN LARGER QUALITY DRESSINGS, 
POLISH SALES. eincuneme “NUWAY,” “VOGUE” 
BE PREPARED HAS COMPLETE AND “NOVA.” 
ALWAYS WITH STOCK THEIR MERIT 
A BIG SUPPLY. ORDER TODAY MAKES THEM 


EASY TO SELL. 


The American Shoe Polish Company 


CHICAGO, U.S. A. 
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Store Systems and Their Value 
A Timely Article that Is Well Worth Careful Reading 


The New Importance of Hosiery 
Peabody Products’ Show 


A Weighing Machine that Sells Findings 


Some Valuable Equipment Articles 


Shoe Repairing—Its Part in the Late War 





News and Notes from the Findings, 
Equipment and Repair Fields 
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Double Cushion Your Feet 
“Sell the Rubber Heel That HAS a Reason” 


HE cushions of rubber inside of Beapep Tip 

Heets give added resiliency to the fine springy rub- 
ber used only in Beapep Tip HEELs. 

Flat heels are hard to attach—Berapep Tip HeEets go on easily 
—READY!! NAIL!! TRIM!! 

It needs more than Rubber to make Rubber Heels. 

We built a Quality Factory to build Quality Heels and with 
Quality Design. 


The United Lace & Braid Manf’g. Co. 


PROVIDENCE, (AUBURN) RHODE ISLAND 


Rubber 


Write for Further BEADED ae VA io | AMERICA’S 
Information TIP ¥ fae 4 SUPREME 


: LACES , 
and Prices READY NAIL 
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PEACE and Tranquility 

reign in the Buyer’s 
mind who has covered his 
wants for Fall on 


“Onyx” 


Reg V-S.Pat. orice 





He is assured that he will 
receive the best possible serv- 
ice that our enormous out- 
put enables us to give, com- 
bined with merchandise of 
unquestionable Quality. 





_ Emery & Beers Company Ine. 


Sole Owners of “Onyx? Hostery 


BROADWAY AT 24th STREET © 
‘NEW YORK 


Boston Office: Philadelphia Office: Chicago Office: 
31 Bedford Street 1033 Chestnut Street The Lytton Building 
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Worth while things have imitators, but 
remember it is impossible to maketa 
lace equal to Cordo-Hyde without 
Cordo- Hyde material. 


Do You Suppose that He or His Friends 
Will Ever Wear Other than— 





Read this Extract from Letter Received from 
Soldier in American Expeditionary Forces in 
France under Date of June 25, 1919. 


I am enclosing herewith a pair of the No. 220 Cordo- 
Hyde Tan laces which have seen 9 months’ service—2 
months in the United States, and 7 months over-seas. 
In addition to that, they have worn out 3 pair of shoes. 
There were times when the wearer was in mud knee- 
deep and wet for weeks at a time. This is surely some 
record for the Cordo-Hyde lace, and proves that it is 
made from the real stuff. 





The Cordo- Hyde lace is unlike any other lace—a new found 
material capable of resisting wear. 

Cordo-Hyde is in no sense a substitute for a leather lace. It is 
the scientific answer of what a shoe lace should be. 

Cordo-Hyde outwears many pairs of any other lace. 
Cordo-Hyde excels the leather lace, for, as a manufactured 
product, it has uniform strength, and positively stays tied. 
Cordo-Hyde has the look and feel of leather, blending with and 
looking a part of the shoe. 

Cordo-Hyde can be dressed with the shoe, and “smartens”’ with 
polishing. 











PRICE LIST 


Lengths 25” 27” 28” 30” 36” 38” 40” 54” 63” 72” 
0216 Round $3.75 4.05 4.20 4.50 5.40 5.70 — 6.00 ° 8.10 9.45 10.80 
4.59 4.76 5.10 6.12 6.46 : 6.80 : 9.18 . 10.71 12.24 


Samples and complete price list if you prefer. Prices subject to change without notice. 


LACE DIVISION 


O. A. MILLER TREEING MACHINE CO. 


BROCKTON, MASS. 
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Store Systems and Their Value 


Doing Things When They Should Be Done Makes for Better Results 
and Greater Efficiency _ 


From address by Max Sommer of Sommer § Kauf- 
man, San Francisco, delivered at the annual convention 
of the Retail Shoe Dealers’ Association of California. 


HE word “‘system’’ implies the doing of some- 
thing in accordance with a definite pre-ar- 
ranged plan as distinguished from a haphazard, 

hit-or-miss method of work. System means planning 
work ahead far enough and long. enough to compre- 
hend a definite aim or end. It is the orderly consecu- 
tive arrangement of the day’s work so the purpose may 
be achieved in the most direct way and by the simp- 
lest means. 

And it is in the fact that system desires to achieve 
a certain. definite end by the easiest means that much 
of its value lies. Before we can achieve an end or at- 
tain a purpose we must decide of necessity what is 
that end or purpose we are after—system is only our 
way of getting to the ultimate goal of our journey— 
by having’ to determine beforehand how we want to 
do things we are forced to give much more thought 
and consideration to the main thing itself, and in this 
lies, in my opinion, the chief benefit. System is our 
road and we may have many roads to choose from but 
we must decide at least one thing, namely, where do 
we want to go or what do we want to do. In this way 
the merchant who endeavors to put system into his 
store is constantly more acutely and definitely con- 
fronted with his problems as they arise and forces him- 
self to decide them and so to consider them in relation 
to his entire business. 


Not Merely Business Red Tape 


In this sense, I take the liberty of discussing 
the question not merely as the red tape of busi- 
ness, the books and size sheets and invoices, etc., 


but the business policies and problems that lie behind 
those dry records and which they ought to intelli- 
gently interpret; so for example: if the question of 
system for consideration is in what manner customers’ 
charge accounts shall be kept—old style solid book 
ledger, loose leaf books, card system or any other ac- 
counting method—the questions that should imme- 
diately suggest themselves are not about the system 
itself as an independent abstract thing, but in relation 
to the whole business. 

Decision of the question I have given as an example, 
compels a decision upon the following matters, which 
had far better be intelligently decided in advance than 


-simply be let to drift and be decided haphazardly 


on the spur of the moment as a decision is forced upon 
the merchant: Assuming the business is just started 
it primarily forces a decision whether the store shall 
do a charge business, next, if a charge business is to 
be done, to what extent shall it be encouraged, which 
means a survey of the financial ability of the firm to 
carry outstandings, the additional amount of business 
that may be attracted in that way for the size of the 
store and so on, indefinitely. 

Perhaps it may be demonstrated perfectly that 
Wanamaker or Marshall Field & Co., save half a 
dozen clerks by having loose card accounting system 
ledgers and billing machines and yet a new small 
store may well decide that it will probably do only 
enough charge business to require an hour or two of 
book-keeping a day, likely being done by one of the 
proprietors during dull hours, and so subject to con- 
stant interruptions and for that reason ledger cards 
are too apt to be mislaid or lost and for that solereason 
decide quite rightly on a book ledger until the growth 
of the business warrants a change. So I say a busi- 
ness should do things by system—by a definite 
worked-out- in-advance plan—but by such system 








as is best adapted to the needs of the particular 
business. 
What the Problems Are 

Now, what are some of the problems that confront 
retail shoe stores and which ought to be handled in a 
systematic way; they group themselves around cer- 
tain main questions: 

I. The store itself—its location, arrangement of 
interior and exterior, lighting, cleanliness, etc. 


II. The merchandising— 

(A) The buying of stock—needs of the par- 
ticular store’s customers and community—general 
style developments in the country—accurate records 
to show past experience, freight, discount. 

(B) Selling—advertising—general service— 
delivery—adjustments and refunds. 

The sales personnel—attitude of employer, 
compensation, etc., profit sharing. 


III. Accounting— 

(A) Is a history and record of the active 
departments. 
It should accurately book invoices; pay 
bills promptly—make claims vs. manufacturers and 
railroad intelligently and promptly. 

(B) Should record cash, credit sales, C.O.D. 
Returns and keep in such detail for departments, indi- 
vidual salesmen, etc., as business requires. 

(C) General records—cost of doing business 
—charge business, expense and details of expenses. 


IV. General conditions—not dependent on any- 


particular store. 
(A) After the war problems. 
(B) Business outlook. 
(C) Future of shoe business. 


The Store Itself 


You pay rent for the location of your store—it is 
your best single advertising asset—for the people who 
pass your store you can attract not only by printed or 
painted words, but by your merchandise itself. The 
show windows should be kept up-to-date by frequent 
changes and a rotation and re-arrangement of styles 
constantly, especially if the windows cannot always 
hold all styles that ought to be displayed. The acces- 
sories such as fixtures, lighting, draperies, should also 
receive the most scrupulous attention and be kept 
up-to-date. Special displays are attractive but should 
not be overdone; the purpose of a show window is to 
display merchandise for sale inside the store, not to 
attract a crowd on the sidewalk that requires a police- 
man to handle and which moves on and forgets what 
store had the display. 

The inside, likewise, should be attractive, clean and 


convenient. 
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Is your store arranged to handle your trade to the 
very best advantage? 

Unless your store is efficiently arranged and 
equipped, you are not getting the utmost efficiency 
from your selling force. 

Your clerks’ time costs money. If they have to run 
here and there, upstairs or downstairs, to get some- 
thing they need, they’re wasting your time. 

If your seating arrangements are cramped, you are 
overlooking your customer’s comfort and you can’t 
give quick service. 

Is your system of wrapping and delivering packages, 
recording sales and making change all that it should 
be? Much valuable timé may be lost in these various 
operations. 

Have you utilized any of the new ideas in equip- 
ment and service for your children’s department? It 
pays to specialize in children’s footwear. Get the 
youngsters in the habit of coming to your store. It’s 
an asset for future business. 

How about your reserve stock—is it conveniently 
located, easy of access? It should be. 

Don’t display all your new styles at once. It con- 
fuses. Instead of impressing the shopper, it bewilders 
and perplexes. 

A display that shows something unusual always 
attracts attention and arouses interest. 

Your display should tell the essential facts about 
your goods. The price should be given, that is very 
important. Attractive window cards are well worth 
the cost. They convey strong selling arguments in a 
very effective way. 





Clean Up! Brighten Up! 

A joyful duty it is to clean up and brighten up the 
store in the Spring time.’ The fellow who makes fun 
of Spring cleaning is a lazy cuss. He is no business 
man. Keep that in mind. Roll up your sleeves, and 
tackle the task of cleaning the store with enthusiasm, 
like that of a boy starting for his first swim in the 
Spring. You'll feel as good as he does, after you get 
in. 

Dirt is matter out of place. Keep that in mind. 
Clean up the stock and the equipment, as well as the 
floor and the walls. Findings left on the shelves, until 
covered with dust, are certainly matter out of place. 
Turn them into money. Get a new dollar for an old. 
&xamine the equipment. Make sure that every piece 
is earning its keep. If it is matter out of place, put 
it out of the store. Make room for something better. 
Cleaning the paint and the glass follows as a natural 
consequence. 

No cobwebs hang on the stock of a clean store. 
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New Importance of Hosiery 


Low Shoes Mean Better Stockings---A Reputation for Good Stockings 
Means Larger Sales of ‘Hosiery 


NDIVIDUALITY in hosiery is not merely a 
I matter of monogram socks. Nor of blue stock- 
ings, either. Both have their place in the world 

of fashion. 
But, in so far as the purposes of the shoe merchants 
are concerned, individuality in hosiery is chiefly a 
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matter of providing to the customer the sort of 
hosiery that will please his, or her, individual taste 
and necessity. 

Now be it known that hosiery has taken a new 
place in the world of fashion, and the industry of 
merchandising. 

The war taught several million young men the 
worth of good socks. In the school of experience 
they learned the value of the best stockings. These 
young fellows are buying first-class hosiery now, and 
advising their friends to do likewise. So Mr. Shoe 
Merchant, it seems to be up to you to display, and 
advocate the sale of, better grade stockings for men. 

Furthermore, the biggest season in history for low 
cut shoes is coming in 1920. This season for low cuts 
was no slouch. And many low shoes will be worn in 
the Fall, too. One reason for this is that there 


is not enough leather to make high boots for one 
and all. 

The shoe man’s loss is the stocking man’s gain. 
Every pair of low shoes worn in place of boots will 
reveal more of just so many stockings, and will open 
the opportunity for the shoe merchant to sell more 
stockings. 

More than one merchant will undertake to make 
up for the loss of volume of business in shoes, caused 
by the selling of the lesser price low cuts in place of 
the higher price boots, by increasing the volume of his 
sales of hosiery. 

Higher grade stockings rule, particularly in the 
women’s trade. Sales of silk hosiery by some mer- 
chants are the largest in history. Reasons for this 
are increased employment of women, and the larger 
distribution of wages, as well as the larger field of 
activities of women. 











One word about Miss B., manager of the hosiery 
department in the W. store. She has a reputation as 
an authority on hosiery for women. To her come 
women for miles around, seeking advice on the style, 
fit and durability of hosiery. She sells more hosiery 


- 
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than any other saleslady in town. The hosiery busi- 
ness of the store rests largely upon her knowl- 





edge of hosiery, as well as her skill in merchandis- 
ing it. 


Perchance in this paragraph about Miss B. is the 
secret of the success of the hosiery department in the 
shoe store. 

Hosiery is merchandise not merely to be shown, 
and sold, like a package of breakfast food. It 
is merchandise to be known, explained and mer- 
chandised. Which means that the customer should 
be informed of the qualities of hosiery, of the superior 
fitting qualities of one line, of the superior durability 
of another, of the defects of another line, and the 
peculiar fitness of one line for dancing and of another 
line for walking, and so on. Indeed, selling stockings, 
like selling shoes, is pretty much a matter of education 
of customers. 

“Get more hosiery sold right.”’ Real individuality 
in hosiery, in so far as the purposes of the shoe mer- 
chants are concerned, is gaining a reputation for 
selling superior lines of stockings, or of pleasing 
customers, not with monogram socks, nor blue stock- 
ings, but with hosiery that best answers the practical 
purposes of the day’s work or the day’s play. 


The Peabody Products’ Show 


Merchants Will Loan Their Windows and Manufacturers Will Display 
Their Products as an Educational Exhibit 


NOVEL industrial exhibit will be staged by 

the Peabody, Mass., Chamber of Commerce, 

opening Thursday, July 31, and continuing 
for one week. The exhibit will be made in some 40 
odd store windows on the main business street of 
the. city, in which will be placed hastily-arranged 
displays of the products of Peabody’s diversified in- 
dustries. 

Through the efforts of the Chamber of Commerce, 
the merchants and manufacturers are co-operating 
enthusiastically. and a most interesting exhibit is 
assured. Along the main street in the business sec- 
tion of the city the proprietor of each store in which 
there are two display windows has given the use of 
one of them: to the Chamber, and in each a manufac- 
turer’s display will be made. The other window will 
be specially dressed for the occasion in the interest of 
the storekeeper. 

Almost every kind of leather for almost every con- 
ceivable purpose, from softest and daintiest material 
for the making of fancy bags for ladies, down to heavy 
sole leather, will be shown and with the products of 
the other industries. The exhibit is certain to prove 
extremely interesting, as well as highly educational. 


Among the Exhibitors 
Peabody is one of the leading leather manufactur- 


ing cities of the country, and that industry will natu- - 


. 


rally predominate in the exhibit, but there are some 
50 or 60 other industries to draw from. Aside from 
the various leather exhibits, bleached cotton goods 
will be shown by the Peabody Bleachery, an auxiliary 
of the Naumkeag Steam Cotton Mills of Salem; tan- 
ning machinery, Turner Tanning Machinery Com- 
pany; woolen cloths and yarns, Tanners’ Products 
Company; felt and hair goods, Densten Hair: Com- 
pany; fancy colored box and decorative papers, 
Fancy Paper Works; boat fittings and equipment, 
Marine Hardware Company; brass specialties, L. B. 
Brass Company; the making of Turkish cigarettes, 
Ismael Mulla; glue in its various forms, American 
Glue Company; gelatine, Essex Gelatine Company; 
boys’ and youths’ shoes, J. J. Ryan Shoe Company: 
blacking and stains, Morse Blacking Company; 
grease, American Degreasing Company; crushed 
stone, Essex Trap Rock Company; sand and cement 
material, New England Sand and Gravel Company; 
Anti-Dust sweeping compound, Peabody Anti-Dust 
Company; pottery, M. B. Paige Pottery Company; 
printing, Peabody Press Company; oils, Wm. J. 
Dodge. 

The leather exhibitors -will include the A. C. Law- 
rence Company, National Calfskin Company, L. B. 
Southwick Company, Hunt Rankin Company, Thayer 
Foss Company, Geo. C. Vaughan, Armstrong Leather 
Company, Richard Young Company, B. E. Cox 
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Leather Company, W. J. Budgell & Sons, Korn 
Leather Company, C. P. Osborne Company; B. N. 
Moore & Sons Co., N. H. Poor, H. S. & M. W. Snyder, 
Inc., James F. Barry, Louis Verza, J. S. Crehore & 
Co., F. E. Wright Leather Company, Pearse Leather 
Company, Donnell, Carmen & Mudge, J. E. Osborne 
& Co., Woelfel Embossing and Decorating Company. 
The Peabody Leather Company will show moulded 
counters, heels, etc., and C. F. Mulcahy shoe stock. 





A Weighing Machine Sells Findings 


Knowing the fondness people have for being 
weighed at regular intervals, and- noting the gain or 
loss in the meantime, Geo. J. Marott, Indianapolis, 
Ind., has made a weighing machine a considerable 
source of profit. When the scale was first installed 
he inserted an ad in the paper: 

“ARE YOU GAINING OR LOSING IN WEIGHT? 

“Find out by weighing yourself on our new standard 
scales.” 

In order to keep in the mind of the public that 
tested scales were maintained at his stores he inserted 
a similar notice from time to time in his regular shoe 
ad. This scale was conveniently located just inside 
the entrance, and attached to it was a pocket contain- 
ing cards whereon a person could jot down his name 
and his weight on three separate occasions, as a 
method of comparison. This card was naturally 
dropped into the pocket, and on coming across it later 
the suggestion was given to go to Marott’s again for 

another weighing. By the time a man or woman had 


gone there three or four times, he had seen a good 
many shoes and the natural thing was to go there to 
purchase when in the market for a pair. 

Another way in which he made the scales a profit 
winner was by hanging to a little hook on the side a 
card containing any special bargain in shoes which he 
was offering for a day, or for a limited season. In 
such instances, a table with specimens of these shoes 
was placed in close proximity to the scales.. 

At other times the card made the pertinent in- 
quiries: “Did your shoe lace ever break at a most 
embarrassing time, and you had not the means of re- 
pairing the damage? Why not carry an extra pair 
of laces in your pocket to guard against such a con- 
tingency? See the large line in our show case near 


99 


you. 





The Boudoir Style Display 


Will the shoe trade come to the boudoir style of 
displaying its goods? Will it provide a pretty little 
table, on which to display its shoes, and a pretty little 
chair, so that the customer may sit beside the table 
and admire the shoes as much as her. heart desires.. 
Also, a mirror goes with the table, and perchance a. 
fan, or a powder puff, and like things, also a dainty 
footstool for the feet. Also, a maid for serving the 
shoes, and a clerk for fitting the shoes. 

This looks like luxury in selling shoes. Indeed, it is 
luxury. Women spend $100 or $200 for sets of shoes, 


and that price should provide for high class individual 


service. 





Did It Ever Happen to You? 





DID YOU EVER -LATELN- HAVE] BECAUSE EVERYTHING Cost 
THE GOOD OLD BLUES 2 SO MUCH 


PRE wa 
$s FOws 
So 














AND ALL THE COUNTRY'S SPARE] AND YOU HAD TO FAIRLY BEG 
CHANGE WAS BEING TIED UP IN] TO GET GOODS AT ANY PRICE 
LIBERTY BONDS 
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AND YOU GOT ONTO YOURSELF | ANDO THAT, WAILE YOu WERE 


YOU WERE GETTING 


WAS PLENTIER TAAN 
Your Bit Too 








ANDO TAAT GOOD TIMES 
WERE HERE THAT 
PROMISED To GO 

ON ANO ON AND ue 


AND FOUND THAT MONEY gq, vg | PAYING A NICE PRoritT TO OTHERS 





AND THAT Now (STHE Time | 
TO GET THE MAZUMA AND 


DID IT EVER 
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G2 Pronounced 
**Mo-knit-toe’’ 
7) 
Le 4 > 7 
C7 MENS, SOCKS AND 


WOMEN'S STOCKINGS 





ASK some of your 
successful merchant 
friends how Monito has 
helped their hosiery 
business. 


MOORHEAD KNITTING CO., Inc. 


Harrisburg, Penna. 


Monito sales service radiates from these offices: 


NEW YORK ATLANTA READING : 
200 Fifth Ave. 225 Peach Tree Arcade 1416 Perkiomen Ave. 


(428 Fifth Ave. Bldg.) 
KANSAS CITY, MO. NEW ORLEANS 


BIRMINGHAM 506 Ridge Bldg. 314 Hennen Bldg. 
12 Potter Bldg. 


BOSTON 
31 Bedford Street 


ST. LOUIS PITTSBURGH INDIANAPOLIS 
520 Wainwright Bldg. 3043 Jenkins Arcade 319 Occidental Bldg. 


DALLAS CHICAGO 
421 North Harwood St. ; 1000 Republic Bldg. , 


SAN FRANCISCO DETROIT 
1117 Hearst Bldg. 68 University Bldg. 
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Steel Ceilings and Sidewalls 


In fixing up the store for Fall, the use of steel ceilings 
and sidewalls may be worth while. They are orna- 
mental. ‘They will conceal an ugly ceiling as a hedge 
of roses conceals a board fence. The same is true of 
steel sidewalls. 

Being of steel, they are durable, and sanitary, too. 
Besides, they lessen the liability of damage to stock 
from fire, smoke or water. 


Fix Up the Floors 


The season is coming when mud will be tracked into 
the store. So it is time to fix up the floors. If the 
material of them is good, let it be cleaned, and waxed, 
or otherwise preserved. If it is of tile, or mosaic, let 
it be put in first-class condition. Perchance new 
rubber treads are needed in the main aisles, or a 
parquetry border. 

Remember that {the eyes of the customer in the 
shoe store are often on the floor, for he looks down on 
his feet when shoes are fitted to them. So the floor of 
a shoe store should be better than the floor of an 
ordinary store. 


New Lights for the Store 


A daylight light is something new for the retail 
store. It is a blue flame lamp. Its bulb is filled with 
argon gas. It is an economical lamp to keep burning. 


But its big merit is that it shows the colors of shoes in . 


their true tones, or shades. 

The sunburst lamp is something new that is coming 
into use, perhaps this year, or perhaps next. Lighting 
engineers are now working on it. It will be a bulb 
lamp that will look like a little ball of sunlight. It 
promises to be the best lamp yet, for store lighting. 

New style lamps there are for window illumination, 
as well as for show case illumination. Flood lighting, 
which brightens many stores, provides for a general 
illumination of the store by big bulb lamps, and for 
special illumination, in show cases, on counters and 
on fitting stools, by little lamps, serving as spot lights. 

The science of illumination makes rapid progress. 
Some lamp companies have to change their equip- 
ment every three years, in order to produce the new 
style lamps that the engineers design. 
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Consider the Door Check 


If the store door opens with a push and closes with 
a bang, in comes a cross customer. She may need 
shoes, but she is in no mood to buy them. 

If the store door opens easily, and closes silently, in 
comes a contented customer. She may need shoes, 
and she is in the mood to buy them right. There is 
no banging of doors in her ears, and confusion of 
noises in her mind. 

Consider the door .check, Mr. Shoe Merchant. 
Make sure that the entrance in to your store is easy 
to your customer. : 

If it isn’t, go over to the hardware man, and ask 
him about the best door check, the automatic device 
that provides for the silent opening and closing of 
doors. 

Never mind if he does handle sporting goods in 
competition with you. Use some of his own regular 
merchandise for improving your store and increasing 
your sales. 

A Movable Stairway 


Something new in store equipment is a movable 
. stairway. It folds up and fits into the floor, where it 
is out of the way, and the space is had for other pur- 
poses. Its use is limited, of course, for shoe stores 
have real stairways, where needed. But some stores 
have an overhead gallery, or an attic store room, or 
like nook, that is rarely used, but that might be used 
advantageously if connected with a folding stairway, 
that could be put out of the way when not wanted. 


What Is Your Equipment Worth? 


Value of store equipment has changed, like: the 
value of shoes, and other commodities. So it is worth 
while for a retail merchant to re-appraise his store 
equipment, and to increase his insurance accordingly. 
Keep in mind that it isn’t the original cost of equip- 
ment that concerns you most, but the cost of replacing 
it. 

To this rule, there are exceptions, of course. Cheap 
and inferior equipment depreciates in value fast. 
But standard high grade equipment has increased in 
value these times, and it has served its purpose to the 
profit of the shoe merchant, as well as it has increased 
its value. 
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FIRST PRIZE—10,000 POPULATION AND OVER 
CHAS. L. YOUNG & CO., BENTON HARBOR, MICH. 


The third great Annual Foot Comfort Week Window Trim Contest has come to a close with the most 
wonderful array of photographs which has ever been entered in such a Contest. The competition was so 
keen that it made it exceedingly difficult for the judges to make a fair and impartial selection. In order to 
do this, it was necessary to add an additional $50.00 prize in the larger town contest and to materially 
lengthen the $10.00 and the $5.00 classifications. + 


List of Prize Winners 
10,000 Population and Over 


Ist Prize—Chas. L. Young & Co., Benton Harbor, Mich. 3d Prize—The Triangle Shoe Company, Pomona, Cal. 
Trimmed by Edwin A. Kagel $100.00 Trimmed by Fred E. Brown and 
Clarence Goff 
2d Prize (A) Simon Bros., Ltd.. Alexandria, La. 50.00 
®) ) I. Blyn & Son, New York City, 4th Prize—H. Grey Hodges, Chatham, Ont., 
, 5 Canada. Trimmed by Walter Jones 15.00 


$10.00 


Mandel Brothers, Chicago, Ill. Rosenbaum Bros., Cumberland, Md. Isbell-Bowman Co., Lynchburg, Va. 

Wm. H. Frear & Co., Troy, N. Y. The S. B. & S. Shoe Co., Davenport, Ia. S. J. Brouwer Shoe ’Co., Milwaukee, Wis. 
England Bros., Pittsfield, Mass. The White Shoe House, Waco, Tex. Beacon Shoe Store, Atlanta, Ga. 

Boston Store, Chicago, Ill. Linn & Scruggs Co., Decatur, I. Propst-Childress Shoe Co., Roanoke, Va. 


(See footnote) 


$5.00 


Geltehen’ s Shoe Store, Philadelphia, Pa. May Shoe Co., Brooklyn, N. Y. Chas. V. Brown, Astoria, Ore. 
F. Ballou, Providence, R. I. Hudson Shoe Co., Elmira, N. Y. W. L. Bickmore, Middletown, O. 
Tee Arcade, Ltd., Hamilton, Ont. Manning Peterson Shoe Co., Hancock, Mich. Excelsior Shoe Store, roa - ies 
Wm. Hahn & Co., Washington, D. C Walk-Over Boot Shop, Roanoke, Va W. C. Goodie, Fitchbur 
West Stroup Co., ‘Indianapolis, ea” C. H. Taylor, Zanesville, O. Phet Le 

& E. Boot § Shop, Pittsburgh, Pa. au Booterie, Columbus, 8. C. The L °o itz + YG. yn Gu ~~4 Ola. 
ii. Lazarus, Philadelphia, Pa. . R. Kinney Co., Inc., Springfield, O. H. D. ‘Guenther, Reading, Pa. 
L. S. Donaldson Co., Minneapolis, Minn. Frenk Bond Shoe Co., Jackson, Minn. 


(Complete List of Prize Winners in July-August issue of “The Foot Specialist.’’) 
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mfort Week Windows 


Savoy Shoe-Co., New York City, N. Y. Welter & Lloyd, Streator, Ii. H. C. Johnson, Rome. 
Max Feldman, New York City, N. Y. E. B. Colwell Co., Monmouth, III. Kennedy Boot Shop. 
Ranks Shoe Store, Moline, Ill. Rice O’Connor Shoe Co., Augusta, Ga. Arnold’s Bootery, Ha’ 


, Ga. 
Pittsburgh, Kans. 
nnibal, Mo. 





10,000 Population and Under 


Ist ating C. Beach Co., Ltd., Lewiston, 3d Prize —Dahl Bros., Lyle, Minn. I. F. Dahl. 
$100.00 
4th Prize—The Yowell-Duckworth Co., Orlando, 


Wash. Trimmed by John L. O’Dey, Fla. Trimmed by E. P. Lavin, 
Display Mgr Display Mgr 


‘$10.00 


Cedarhurst Shoe Store, Cedarhurst, L. I., N. Y. P. Covello, Prop. J. C. Michelfelder & Sons Shoe Store, New Washington, Ohio. 
John C. Hexom & Son, Decorah, Iowa. J. A. Beenblossom, Lawrenceville, Ill. 


Sturgis Goldestein Co., Taylor, Tex. 
$5.00 


Harmon-Osborn-Smith, Charlotte, Mich. E. Rosenwald & Son, Las Vegas, N. M. 
Philadelphia Shoe Store, Waynesboro, Pa. J. F. Gillespie, Watertown, S. D. 
The S. rol Gould Dept. Store, Alma, Neb. Sperling Shoe Co., Watertown, S. D. 
Ed. G. Eickhoff, Peru, Ill. 

From reports sent in, Foot Comfort Week, from a sales standpoint of both Foot Comfort Appliances and shoes, 
more than fulfilled the predictions made that all records would be smashed. 

We hope that the thousands of department stores and shoe merchants who have profited so handsomely ‘from-this 
big drive will continue their efforts during the next fifty-two weeks and reap the maximum results from the good work 
which has already been started. 


THE SCHOLL MFG. CO. 


Largest Makers of Foot Appliances in the World 


213 W. Schiller Street, Chicago 339 Broadway, New York 
Toronto - London 


~ 
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FIRST PRIZE—10,000 POPULATION AND UNDER 
R. C. BEACH CO., LEWISTON, IDAHO 
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appropriate tribute to the shoe manufacturers 

of the country for their work during the war 
in the 600-page report‘on America’s munitions which 
has just been prepared by Assistant-Secretary of War 
Crowell, director. 


T HREE closely printed pages are required to pay 





*GuESS THEY'LL 


“The report is designed to be the story of what the 
‘War Department accomplished during the war. 
Every phase of activity is taken up, the report making 
an interesting, readable story of what the various 
bureaus and the American manufacturers did to 
supply our soldiers with everything they needed and 
nearly everything they wanted. ‘ 

An interesting portion of this report treats of shoe 
repairing: 

‘““Machinery and tools for the shoe repair shops of 
the Salvage Division were purchased by the Clothing 
and Equipage Division. This was the first time that 
Uncle Sam had ever acted as cobbler for his soldiers. 
About 2,000 machines for repairing shoes were bought, 
ibesides some 28,000 repair kits, each one of which 


Shoe Repairing---I[ts Part in the War 


Army of 1,500,000 Men Required Monthly Service of 500,000 Pairs 


Among the items of supplies for the 
Army shoe repair shops may be noted 20,000,000 
pairs of half soles.” 


cost $135. 


Salvage Base Plant Complete 


Although but little known to the general public, 
the shoe-salvage base plant at Jeffersonville Depot 
was one of the most complete shoe factories to be 
found anywhere in the country, according to the big 
review of the war which has just been published by the 
War Department. When this shop was being pro- 
jected as a plant to take care of the overflow of worn 
shoes from the camps and depots, the United Shoe 
Machinery Company agreed to furnish machinery 
sufficient to repair 2,000 pairs of shoes a day, supplying 
this equipment for a period of six months without any 
expense to the Government, except upkeep and the 
cost of supplies. 

“The shoes arriving at this plant were in a condition 
that would have resulted in their being discarded 








oébanteD 














altogether in the old days,” it is declared. ‘The 
experience at Jeffersonville showed that 65 of each 
100 pairs arriving at the factory could be repaired, 
and repaired cheaply. In January, 1919, of 132,112 
pairs of shoes sorted, 45,000 were in irreparable con- 
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dition and had to be thrown away. There were old heels, after which the shoes went to the stripping 
11,475 pairs of shoes requiring repairs to the inner bench, where the old soles were removed and the 
sole, 74,362 requiring the regular run of repairs (half shank pieces skived to prepare a smooth joint for the 
or full soles, heels, patching of uppers, etc.) and 1,175 new half sole. The next process was welting. The 
pairs of civilian shoes. . welts were prepared, and tarred felt was glued to the 
— oo , ‘ old inner sole to fill out uneven parts and prevent 
epair Operations Explained , 
- : squeaking. The next operation was to lay on the half 
From the sorting room the shoes went to the wash sole in a setting or rubber cement. Another machine 
room, where they were disinfected and cleaned in a rough rounded the soles to conform with the shape of 


-the shoes. 


‘REPAIR MEN ; 
” oN ., Stitching and Final Processes 


:. 
=_ \ “Then the shoes reached: the stitching machines, 
where the soles were sewed on, and then the leveling 
machines, which smoothed out the wrinkles of the 
inner soles. The next step brought them to the 
heeling machines, where the complete heels were 
“REPAIRING attached in one motion. Next, machinery for nailing 
OUSINE SS SS - soles and heels, and then the trimming machinery for 
smoothing off the work. The final mechanical opera- 
bath containing a solution of 40 ounces of formalde- tion was on the scouring and finishing machines. 
hyde and one pound of castile soap to each 10 gallons Meanwhile, if the shoes needed ‘patching on the 
of water. After being washed the shoes were placed uppers, this work was done by women operating 
on rolling racks, each rack holding 24 pairs of the sewing machines. 
same size and width. The loaded racks were wheeled “The final process was to give the field shoe a 


to the lasting section, where lasts were inserted accord- thorough coat of waterproof dubbin. A good polish 
was put on the russet shoes. A split leather insole 


was inserted in each shoe to insure perfect smooth- 








ing to sizes. 
“Next, machines cut off the worn portions of the 





Send for This Book 
—At Once 


“The Guide to 
Better Window Displays” 


An invaluable book that no Shoe Dealer 
should be without. Sent free on request. 


Shows a complete line of new and original, Artificial Flowers, Sprays, Baskets and Wicker Fixtures in actual 
colors for your Fall Displays. Contains photographs of prize winning windows, fundamental rules for window 
trimming, as well as a full description of the famous Adler-Jones Service, which has proven so helpful to 


thousands of merchants. Send for your copy right now. 


THE ADLER-JONES CO. 


' 333 South Market Street - - - - Chicago, IIl. 
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SAY YOU! 


Insure Your Shoes 
Against Perspiration Cracks 


By Recommending 


PEV ShoePowder 


For Tired and Aching Feet 









RETAILS FOR 25c 
2 Dozen in Handsome Colored Display Stand $3.50 


ORDER IT FROM YOUR FINDINGS JOBBER 






PFISTER & VOGEL LEATHER CO. 


MILWAUKEE, WIS. 

















Your shoes will not be returned for defective 
counters if they are cut from West Virginia Fibre Board. 
The most carefully made and most uniform board for 


counter purposes. 


West Virginia Pulp & Paper Co. 
Pulp Products Dept. 


200 Fifth Avenue 732 Sherman Street 
New York are 
ew 




















Boot and Shoe Recorder FINDINGS, EQUIPMENT and REPAIR DIVISION, July 26, 1919 


ness of the bottom. A pair of laces was’ tied‘'to. each 
pair of shoes, and then the shoes were packed in boxes 
of 24 pairs each and turned in to the Army stores. 


A Seven Months’ Record 


“The Jeffersonville shop repaired 222,135 pairs of 
shoes. in seven months of operation. Thousands of 
pairs of shoes were discovered to have been fitted too 
short. This was shown by the fact that many of the 
shoes were worn out entirely in the toes. A shoe that 
is too long will turn up at the toes, while one that is 
too short will stub with nearly every step taken.” 

“In addition to this plant, shoe repair shops were 
established at the various training camps. Each shoe 
repair shop at the training camps had equipment 
sufficient to repair 500 pairs of shoes per day, utilizing 
the services of 40 to 50 men. When the shops were 
officially authorized, an inventory of the Army’s old 
shoes showed there were approximately 1,500,000 
pairs on hand in need of rehabilitation. In order to 
assist the camp shops in the work, the salvage service 
brought between 50 and 55 shoe factories into the 
reclamation effort, these private factories repairing 
about 500,000 pairs until the camp shops were able 
to catch up.” 
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for YOUR STORE. 


INUNUULLLIU UAL 


NUN U ne 


This Rawneor Store Front Put New 


VIN BROTHER S. 





= Let us Show You How a Kawneer Store Front Will Pay a Big P Profit Send me a copy of' 


Do not overlook this coupon. Send it at once. S- your new booklet for 


KAWNEER MFG. CO 


Src 


‘U-Put-On' 


Detachable Rubber Heels 


are the only findings that will sell on sight. 


For a woman to see them is to want them. 
A few pairs in your window with a display 
card will prove the truth of this. 
® Made in black, tan, gray and white in all sizes to fit 


French or Louis Heels. Retail at 50c per pair. + iberal 
trade discounts. 


If not supplied, order from 
your jobber, or address, 


ROBT. E. MILLER, Inc. 
Sole Manufacturers 
11-13 Broadway 
NEW YORK 





—— 





Sales Life 
intoan Old 
Building. 


More than 60,000 
merchants have 
proven the value of 
the KAWNEER 
WAY of Moderniz- 
ing their stores. 


HNL 








KAWNEER MFG. CO. | 
1513 FRONT ST. 
’ NILEs, MICH. 


FORGING AHEAD 


‘513 FRONT STREET merchants. 
eq NILES :: MICHIGAN Pin this to your letterhead. 
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Poy Te WU LR NY 


QUALITY VARIETY 


Sold in the Market Places of the World 


ALL DEALERS FEEL A KEEN SENSE OF 
SATISFACTION SELLING WHITTEMORE’S The same manufacturing policy that we 


had years ago is still ap eemncengese a 
“ . 7s. calls for the production of honest polishes, 

. Shuc lean ‘le all the name generous quantities, attractive packages and 

implies. It cleans the shoe, reasonable prices. Times have changed, but 

does not merely cover up | we will never change from a practice that has 

the soiled spots. Shake it, ff | made friends for us in all markets of the world. 

apply it, rub alittle and MAKES DIRTY Whittemore Knows What Is Best and Sells It. 

the work is, done. CANVAS SHoEs| 


“Quick White” contains 
the finest ingredients. It 
is harmless to best fabrics. 
Works rapidly and well. 
Results are most pleasing 
and enduring. 


WHITTEMORE BROS. CORP., Boston, Mass. 


Ask your jobber salesman or write us for complete catalog 
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P érfection ' 
Circlettes 
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We have everything 
to display shoes properly 


So write for our Catalog | With the Sharp eign Broad Wear- 





; | They don't scratch floors § They do protect 
J. R. Palmenberg S Sons, Inc. | They don’t wear slippery . They do stop uneven wear 


A Genssttietien of They don’t drop out The do prevent runover heel 


|Palmenberg Norwich  Kindlimann PUT ’EM WHERE THE WEAR COMES 
63-65 West 36th Street, New York TRADE SUPPLIED BY 


“toxtingnom'se, —204'W'Saditon nea Bates. || | B'S WW. Whitcher Co., aie, 



































Theres nothing like the com- 
fort of an old shoe. — It can be 
made as good as new in ap- 
pearance and wear when re- 
made by Goodyear machinery. 


Just as no bench-made shoe has that fine appearance and even workmanship of the Good- 
year machinery-made shoes, so no repair job done by hand can compete with shoes re- 
paired by Goodyear Shoe Repairing Machinery. 

It is economy that goes with all the elements of good dressing to have shoes repaired by | 
Goodyear Machinery. Thousands of these machines are in operation, giving a service 

to wearers of shoes that brings a most profitable business to the shoe dealer. 

Write for complete plans of how easy it is to obtain the Goodyear Shoe Repairing Outfit 
pictured here. 


United Shoe Repairing Machine Company 


4 ALBANY STREET, BOSTON, MASS. 
18 So. Market Street 37 Warren Street 93 Centre Street 286 Third Street 130 Mill Street 306 Broad Street 


Chicago New York Brockton Milwaukee Rochester Lynn 
1423 Olive Street 276 Main Street 145 Essex Street 619 Mission Street 221 No. 13th Street 11 Florence Street 
St. Louis Johnson City, N.Y. Haverhill San Francisco Philadelphia Marlboro 
708 Broadway 30 Euclid Arcade 87 Main Street 236 No. High Street 16 No. 2nd Street 216 Chartres Street 
Cincinnati Cleveland Auburn, Me. Columbus, Ohio Harrisburg, Pa. New Orleans 


301 American Casualty Building, Reading, Pa. 











from cobble stones - 
to velvet — 
for Customer 2% Dealer ; 


Customers describe their expe- 
irience with the Wizard System 
‘of Foot Correction as “stepping 

from cobble stones to velvet.’’ 


Millions of people with callouses and 
uncomfortable feet will be reminded of 
this wonderful service when they see 
the dancing scene to the right. It is the theme 
for our half-page ad in “Saturday Evening Post” 
= August 2d, and quarter-page in “Ladies’ Home 
Journal” for August. Also for window cut-outs, 
dealers’ package inserts, local newspaper ads and lantern 
slides. All will urge the reader not to “‘dance on cobble- 
stones,” but to get relief from callouses by wearing “Wizards” 
—that people may enjoy the pleasures of life and still wear the 
stylish shoes they like. 

Shoe dealers all over the country will have a chance to demonstrate the 


“velvety” comfort that the Wizard System gives. Warm, lasting 
friends will be made—friends that will bring others. 


Many dealers tell us that every dollar’s worth of Wizard Appli- 
ances they sell brings them two dollars’ worth of shoe business. 


This additional business is ‘“‘velvet’’ for the dealer. 


Our Free Course in Orthopraxy of the foot will 
make expert shoe fitters of your clerks—enroll 
them today. Ask about our Shoe-Fitting Class 
Plan. 


WIZARD FOOT APPLIANCE CO. 
1681 Locust Street St. Louis, Mo. 
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KLING WHITE 


























Two things make white shoes 
oe ine CE popular. They are smart and 
Boston. MAss. they are economical. 
. Now you can tell your cus- 
tomers that they can have white foot- 
wear always white. 


Kling White cleans as well as whitens. 
I] Preserves the shoes. 
L HO Gives a beautiful velvet whiteness. 
) Easily and quickly applied. 
VU, b O Dries quickly and will not rub off. 


United Shoe Repairing 
~ Machine Company 


4 Albany Street, - - Boston, Mass. 
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Sell Themselves 


Stock Keds IGH prices don’t hit Keds. They’re 


not only immune from the jcus- 

FULLY tomer’s argument of “‘too expensive,” 

B but they are the comfortable, stylish, every- 
e sure YOu where and at-all-times serviceable Summer- 
have time shoe—with all the trimness, smartness 
rave. ENOUGH and social equality of other kinds of high 


grade footwear. 


But this space is not taken to tell you of 
Keds’ selling points: Keds Sales—greater 
and greater every year—are sufficient on 
that point. But to say, in time, that the 
least doubt in your mind as,to whether you 
are fully covered in all your Ked styles may 
mean /ost sales later on. 


Do not take the chance of “going short’’ on 
a line so tremendously, popular and active as 


Keds. 


Large and Well Assorted Stocks Carried by the Prin- 
cipal Wholesalers and Rubber Stores Everywhere 


United States Rubber Company 


New York 
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BOOTS AND SHOES 


Trade Seasonably Quiet on Staples 
With Fewer Buyers 


This is the quiet season for rubber 
footwear, as far as demand is concerned. 
The number of visiting shoe buyers is 
rapidly diminishing, and few of them, 
comparatively speaking, paid any at- 
tention to the rubber shoe market, hav- 
ing enough in the leather footwear line 
to monopolize their ‘attention. There 
were some who called upon the local 
manufacturers and the Boston agencies, 
and a few made inquiries as to ship- 
ment of their orders for early Fall, but 
new business is comparatively nil. 

The question of overs to cover the 
long-vamp, sharp pointed toe styles is a 
vexed one with rubber manufacturers. 
The last manufacturers are busy, and 
slow at delivering. The present genera- 
tion of shoe men remember the needle 
toe styles of 1895-97, and some might 
suppose that the lasts used then would 
be of use today, but a careful compari- 
son of the 1919 styles show a very ma- 
terial difference in the swing and 
the conformation of the heel, which 
would make these old lasts useless for 
present shapes, even were they available, 
which is doubtful, for out-of-style lasts 
make good fuel. 


TENNIS LINES 


Retail Demand Heavy but Manu- 
facturing Season Ended 


The retail call for tennis lines is at its 
height. The vacation season is in full 
swing, and the tennis shoe is the ideal 
vacation shoe. Retailers are as busy as 
can be, and jobbers are receiving many 
size-up orders. The manufacturers-are 
slacking up a little, and some of them 
will shut down for a week or two during : 
the dog-day weather to give their 


workers a respite, and to make repairs . 


and improvements. It is probable that 
the new tennis price lists will not be 
published much before September 1, 
and it is more than probable that prices 
will be advanced, for though crude 
rubber continues low in price, every 
other material used, and all labor, has 
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advanced far more than can be balanced 
by the rubber cost. 


CRUDE RUBBER 


The Stocks Are Over-Large and 
Trade Is Languishing 

The crude rubber market is almost 
at a standstill, and prices have receded 
still further. Part of this is attributed 
to the break in sterling exchange, for 
the pound sterling is now worth but 
little more than nine-tenths of its nor- 
mal value in commercial transactions. 
Spot quotations about %c lower than 
a week ago, but the decline is greater 
on forward quotations, and is nearly or 
quite 2c higher on arrivals between now 
and the new year, though this advance 
is not maintained ‘on 1920 rates, for 
these had been markedly higher in last 
week’s report. First latex pale crepe is 
quoted today at 39l4c, August price 


‘40c; September 4014c; October-De- 


cember, 41%c; January-June, 4314- 
44c; and whole of 1920, 45c. 

Paras are easier, though prices are 
not quotably lower, with little real 
business on which to base prices. The 
largest producer of guayule in Mexico 
has shut down, mainly because of un- 
settled political conditions, and there 
is little or no dry guayule in the market. 

Word from London is to the effect 
that there was considerable speculative 
buying last week, which has been fol- 
lowed by a very general inaction. 
Stocks in London are above 25,000 tons, 
as compared with 14,000 tons last year 
at this date. 

We quote spot prices: 


First latex pale crepe..... 3914 
Smoked sheets........... 381% 
Brown crepe............. .33 
Upriver fine para......... a8 
Islands fing.............. AT 
Upriver operse.:......... 32 
Islands coarse............214%@.22 
Caucho ball upper........ .324% 
Caucho ball lower........ none 
NN Se is outs. i. s eae 214%@. 22 


Centrals and Mexicans....35 @.39 
Guayule (20 per cent mois- 

8 RoRpgeyA F peepee .25 
Guayule washed and dried 
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2ubber Realm 
Market Review of Rubber 
Footwear, Supplies and Prices 
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SCRAP RUBBER 


Continued Absence of Demand, 
With the Prices Easier 


The market. shows no improvement, 
and while the trade generally is hoping 
for better demand, better movement 
and better prices, there seems to be 
little basis for such improvement in the 
immediate future. Reclaimers say they 
cannot buy scrap at present prices, and 
make reclaim at rates to compete with 
the almost unparalleled low prices of 
crude rubber. Dealers have such large 
stocks they refuse to buy, and collectors 
are loaded up at costs so large that they 
cannot recoup themselves at present 
ruling quotations. Besides the domestic 
product, over 6,000,000 pounds of 
scrap rubber were imported during the 
10 months ending last April, though 
where this has gone is a matter of con- 
jecture. To be sure this is but little 
more than half the amount imported in 
the same months the previous year but 
it is still a goodly amount to come in 
where the domestic receipts are exces- 
sive. There seem to be no special 
signs of improvement in any market, 
East or West, though the trade is 
hoping that price inquiry by reclaimers 
may be an anticipation of more busi- 
ness soon. 

Prices for boots and shoes have 
declined. All arctic prices same as last 
week. 

Scrap boots and shoes: $7.10 to $7.30 
in Boston; $7.00 to $7.20 in New York; 
$6.95 to $7.15 in Philadelphia, and 
$6.95 to $7.00 in Chicago. ; 

Trimmed arctics: $5.25 to $5.75 in 
Boston; $5.00 to $5.50 in other mar- 
kets. 

Untrimmed arctics: $4.50 to $4.75 in 
Boston; $4.25 to $4.75 in other mar- 
kets. 


From Shanghai, China 
E. C. Allen, manager of the Walk- 


‘Over store in Shanghai, China, and 


representative for the Geo. E. Keith 
Company in the interior of China, is due 
in San Francisco on his way East on his 
annual business trip. 
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QUALITY SHOES 
Quality is a {synonym for Chicago shoes. 
Chicago is known the world over as The Great 
Central Shoe Supply Market of America. 
The buyer purchases his shoes in Chicago, 
because he can buy shoes at prices which will 
enable him to make big profits. 


IN STOCK 
The manufacturers and wholesalers of Chicago, 
through their Jn Stock Service, meet every price 
and every trade. For men’s, women’s or chil- 
dren’s lines, Chicago is The Great Central Market 
for Goods in Stock. 
Genuine values—In Stock Service— 
Al Transportation facilities. 
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SMITH-WALLACE SHOE CO. 
NOVELTY SHOE €0O. 
GEORGE E. HARRISON SHOE CO. 
HARPER & KIRSCHTEN SHOE CoO. 
SINSHEIMER BROS. & CO. 
J. W. CARTER CHICAGO CO. 
NO-AKE SHOE CO. 
HENRY KLEINE & CO. 
THE STANWEAR SHOE CO. 
HARRY M. HUSK SHOE CO. 
R. P. SMITH & SONS CO. 
THE A. S. KREIDER CO. 
THE AMERICAN SHOE 

POLISH CO. 
S. FREEHLING & SON 
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There has never been a time when 
there was so little standardization of 
prices as exists today in upper leather. 
The range is so wide that the sales 
depend more on circumstances. There 
does not seem to be any fixed quotation 
for black calfskin. 

Some tanners who have always made 
a specialty of black calfskin leather say 
that they would only give a price in case 
a buyer wished to purchase, but it is 
well above $1.00 per foot for most 
varieties. 

Some tanners are making colored 
calf almost wholly. The highest price 
that we have heard for colored calf the 
past week is $1.55 per foot. The range 
was from $1.25 up, and one tanner said 
that is what he would charge for black 
calfskin if he was making it. 

The sole leather market continues to 
advance and one grade of oak sole which 
was quoted last week at $1.15 per lb. is 
now quoted at $1.20. 

Union sole is not selling under 80c to 
82c for cow backs, and for new business 
tanners quote up to around 90c to 92c. 

The present prices of most all leather 
would be lower than replacement values 
on the basis of tqday’s hide and leather 
market. The advances in raw stock 
have been tremendous within the past 
few weeks. Sales have not been par- 
ticularly large the last week on sole 
leather. Tanners are sending out their 
receipts as soon as they come in and 
prices are a secondary consideration. 

Hemlock leather is selling steadily 
for overweights No. 1, 56c; No. 2, 54c; 
and No. 3, 5lc per Ib. 

Tanners do not care to book contracts 
ahead of their weekly receipts, but shoe 
manufacturers appear to be obtaining 
enough to fill their shoe orders. Union 
sole is sold up to receipts and some 
tanners have booked orders ahead. 
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New Record for Leather 


No Fixed Quotations to Base Shoe Manufacturing Costs On--- 
Uncertain What Shoes May Cost Next Season 


Sole cutters are busy, especially on 
women’s fine and semi-fine soles. 

Chrome sole is in active request at 
full prices. Green hide brings 65c per 
foot; dry hide, 55c to 60c. 

The highest prices prevail on oak 
sole that have ever been paid. Finders 
have been obliged to pay up to $1.15 
and $1.20 per lb., for heavy selected 
bends. Backs are easily bringing 98c 
to $1.00. 

Ordinary scoured backs for the shoe 
trade and sole cutters bring 93c to 94c, 
and poorer stock can be bought at lower 
prices. 

The offal market is cleaned up most 
of the time and prices are somewhat 
higher than a few months ago. Practi- 
cally all of the surplus offal stock was 


her Market 


ew of Leather 
Supplies and Prices 
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exported, as there were no restrictions 
on that at the time when there were 
restrictions on sole and upper leather 
in Europe. 

The large amount being exported now 
of all kinds of leather is a big drain on 
this market and is one of the reasons for 
higher priced leather. 

The upper leather situation is the 
most difficult for the shoe manufacturer 
on account of the rapid changes. There 
is no certainty from one day to the next 
what prices will be asked when the shoe 
manufacturer comes into the market, 
and again there is the difficulty in ob- 
taining the classes of stock required. 
Contracting to make shoes at a price 
today is fraught with a great deal of 

(Continued on page 119) 


Sole Leather 


- 1910 1918 1919 
Cents per pound 
Hemlock Sole, heavy, No. 1... 2.2... 2. ccuseees 25 @26 56 @57 —@ 56 
Hemlock Sole, seconds, mid................... 23 @24 54@55 5@ — 
NMR, Sioa ts Oise. wn Ost haere wi 45@— 85@92 1.10@1.15 
Oak Sole, No. 1 backs, all a 43 @— 80@85 94@1.00 
Union steers, flat. . ae 33 @35 84@85 84@ 85 
I Rg od ci Se we gud oa eck bees 80 @83 88@ 90 
pire, MOMMNNO DOMES, o.oo. 5 i cei ccces dada 17@18 16@ 17 
i I, HII ola ceed d dec ceusic 23 @25 22@ 24 
Offal, hemlock shoulders....................... 38 @40 35@ 37 
IRS 56s tie ore cecddienttcel 24@25 20@ 21 
CS ETE Ferree 27@28 283@ 30 
Cents per foot 
Chrome, S. A. dry hide, 74 to 10 iron sides... .. a 43 @50 55@ 60 
Chrome, Green hide, 6 to 8 iron sides........... —@50 55@ 60 
Hides and Skins . 
1910 1918 1919 
Cents per pound 

ary aerate 144%@15 — @33 50@52 
RIES DOIG GONG so. ooo cos cc ee eiidcct acon 13 @14 — @30 51@52 
Ph ER wicinkink os als 26d te Sekt a eae 104%@10% 18 @22 42 @45 
Chicago City calfekins..............0..20 13% @17 34 @35 80@90 
Di Es POP bo ci aCe cwscicueaeabeeee 3144@32 48 @50 
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CREDITS ARE WATCHED 


The Nearer Business to Cash Basis, 
the Safer for the Manufacturer 


Lynn manufacturers are watching 
credits with much care. Shoes being 
worth more, bills for them run into big 
figures quickly. The nearer business to 
a cash basis the safer the manufacturer. 
Many foreign buyers now pay cash for 
shoes the day they are delivered from 
the factory. Manufacturers like it. 


IN LYNN STYLES 


New Lasts, Patterns, Leathers, 
Fabrics, and Heels Treated 


Some new lasts show longer toes. 
Vamps measure 414, 444 and even 5 
inches long. ‘Too extreme” is the ver- 
dict of the men who make them. 

Patterns tend strongly towards low 
cuts, particularly small area patterns, 
which are saving of leather. Plain toes, 
imitation tips, wing tips, and saneel 
tions all are seen in Lynn lines. 

More fine leathers are used. — 
kid returns. Beautiful deerskin leather, 
of fawn and white, is used in fine lines. 
Brown buck leather, gray buck leather, 
gray kid leather, and white leather con- 
tinue. Some new and lighter shades of 
Russia leather have appeared. 

Conservative Lynn manufacturers are 
holding their lines down to black and 
brown leathers,. because of the high 
prices and irregular deliveries of fine 
colored leathers. 

Heels are high for dress and fine 
street shoes. Military heels and walk- 
ing heels seem to be getting more atten- 
tion. Perhaps people are walking more 
because of trolleyless days. Baby Louis 
heels continue to sell. 


STYLES THAT ARE SELLING 


At the P. J. Harney Shoe Company 
—In Brown, Gray and Patent 


P. J. Harney Shoe Company has such 
shoes as these: 
A boot of Havana brown kid leather, 
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4-inch vamp, plain toe, leather Louis 
heel, and 19 birdseye buttons. 

A boot of gray buck leather, A. C. 
Lawrence Color No. 18, plain vamp, 4 
inches long, a Louis wood heel, and a 
lace top. 


A boot of Russia calf, Color No. 16 of. 


the A. C. Lawrence line; a 44-inch 
vamp and a 14-8 military heel. It is an 
ideal walking boot. 

An oxford, of brown buck leather, 
shade No. 25, 4%-inch vamp, Louis 
wood heel and lace stays of lighter 
leather inserted in the throat. 

An all patent leather oxford fastening 
with three buttons. 

An all patent leather two-eyelet tie. 

A walking oxford, of light Russia calf 
leather. 


FOR COLLEGE GIRLS 


Watson Shoe Company Has An 
Oxford as a Leading Number 


Watson Shoe Company has for a 
leading number an oxford for the college 
girl trade. It is of brown calf leather. 
Its long vamp has a wing tip. Its wing 
tip is perforated and pinked. The per- 
forations are carried along the quarter. 
The sole is stout. The heelislow. The 
edge is fair stitched. A snappy and a 
serviceable style it is. 


LOW CUTS FOR 1920 


Fleur de Lis On Satin and a Five- 
Inch Vamp 


“It looks,” said Mr. Bridgeo, of Allen, 
Foster & Bridgeo, “like the biggest and 
best season for low cuts in 1920. With 
us, it is leather, patent, black kid, and 
Russia calf. Fabrics are not in our 
line.”’ 

Lynch Shoe Company has a patent 
leather boot with a top of black satin, 
and a white fleur de lis embroidered on 
the satin. 

A Lynn last maker is turning out 
some lasts with needle toes five inches 
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long. The designer frankly says the 
style is outrageous. The toes will get 
around the corner before the women’s 
nose. 


TO BUILD A FACTORY 


Donn D. Sargent Shoe Company 
to Increase Output to 6,000 Pairs 


Donn D. Sargent Shoe Company has: 
plans for a factory 157 x 50 feet, four’ 
stories high, to be built beside its present 
factory. It will increase its output to- 
6,000 pairs a day of popular style welt. 
and McKay shoes for women. Its new 
factory will be a welt factory. The 
company makes a specialty of white 
shoes with ivory soles. 


RECOLLECTION AND WARNING « 


A Lesson on Riches from Civil War 
Experience 


“Herb” Hill, veteran shoe salesman, 
stopped the ‘“‘Recorder’’ representative 
and said: 

“I recollect times just like these im- 
mediately after the Civil War. Mr. 
Bubier, for whom I then sold shoes, told 
me it was not a question of ‘Will I make 
money, but how much will I make.’ He 
doubled his money on some lots off 
merchandise overnight. But riches 
have wings and fly away. Later I met 
him, and he quoted from a book this 
saying, ‘Every heart has its own sor- 
row.’”’ 

LYNN NOTES 


Coming From France 


Captain Carl J. Barnet, of J. S. Bar- 
net & Sons, Lynn, tanners of calf 
leather, is expected home from a busi- 
ness trip in France about August 1. 


To Admit Business Women 


The Chamber of Commerce and Mer- 
chants’ Association of Salem has de- 
cided to admit to membership women 
who carry on business or who hold 
executive positions with any business 
firm. 
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? Tober-Saifer Shoe Co. 


NOVELTY BOOTS 
AND OXFORDS 
IN STOCK. Ready to Ship 

F Write for Catalog 
= 1312 Washington Avenue, St. Louis, Mo. 













The House of Service 
Novelty Footwear 


IN STOCK 
In Narrow Widths 


VINSONHALER SHOE CoO. 
1211 Washington Ave., St. Louis 











In Stock—White Buck 
Low Heel Oxford. In 
A, B,C and D Widths. 
Goodyear Welt, Medal- 
lion Tip. 


Also in_ Leather 
Louis Heel. 


Price, $4.25 







Eigner Shoe Co., 173 Summer 


ummer St.. Boston, Mass. 














Novelties in Stock 





for At Once Shipment 
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The Line of 100 Styles 

(a of Comfort Shoes 
Juliets — Oxfords — Bals 
—Polish—Button—Theo 

Ties— Three Points — 
Gored Front Oxfords — 
Princessee—San ete. 
Women's Flexible Welte 
and McK: and Warm 
Lined — Men's Slippers. 
TIMSON BROS., Inc. 

Boston, Mass. 











QUESTIONS 
ANSWERED QUICKLY 


in ‘*Where to Buy” columns—a 
growing directory forall the trade, 
presenting answers briefly to cur- 
rent problems in merchandising. 
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Rochester 


GOLDEN ANNIVERSARY 


Mr. and Mrs. William Pidgeon, Sr., 
Married Fifty Years 


It remained for William Pidgeon, Sr., 
one of Rochester’s pioneer shoe mer- 
chants, to celebrate his golden wedding 
anniversary in a new and novel manner. 
Accompanied by Mrs. Pidgeon, the aged 
shoeman took a 100-mile joy ride in an 
automobile, which carried them around 
the lakes of Hemlock, Honeoye and 
Canandaigua. Both Mr. and Mrs. 
Pidgeon are natives of England, where 
they were married in 1869, coming to 
the United States in 1872. They have 
been residents of Rochester for the last 
forty years. Mr. Pidgeon has conducted 
a retail shoe store in the same location 
for the past eighteen years. When he 
first arrived in Rochester he remembers 
that the Goodyear machines were just 
beginning to revolutionize the shoe- 
making industry. At that time the 
shoeman remembers that traveling shoe 
salesmen called on their customers 
wearing frock coats and silk hats. It is 
interesting to note that William Pidgeon 
Jr., the eldest son of the shoe merchant, 
now celebrating his fiftieth year of 
wedded life, is one of the leading fac- 
tors in the city’s activities and especially 
so in the doings of the Rochester Retail 
Shoe Dealers’ Association. 


NEW SHOE STORE 


Davis & Friedman to Start in 
Business August 1 


On or about August 1 Moe Davis and 
Isadore Friedman, popular salesmen of 
the Wm. Eastwood & Son Co. store, 
will open a new shoe store in the Ma- 
sonic Temple Building under the firm 
name of Davis & Friedman, where they 
will feature C. P. Ford & Co.’s shoes for 
women and M. A. Packard Company’s 
shoes for men. 

Both members of the new firm have 
had considerable experience in the retail 
shoe business and have recently re- 
turned from service in the Army. Mr. 
Friedman was attached to the 87th 
Division and recently returned from 
overseas. Mr. Davis served in the 
quartermaster department, New York 
City. 


OLDEST SHOEMAKER DIES 


Thomas Williams of Williams, Hoyt 
& Co., Well Known in Trade 


Thomas Williams, of Williams, Hoyt 
& Co., died at his home in Rochester 
following a breakdown in health. Al- 
though but seventy-four years of age, 
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Mr. Williams had worked more years in 
Rochester shoe factories than any 
other person. Before the Civil War he 
learned the shoemaker’s trade and in thé 
early sixties was employed by Churchill 
& Co. 

Later, Mr. Williams was with Pan- 
cost Sage & Morse. In 1873, when the 
late William Williams and Charles E. 
Hoyt founded the business of Williams, 
Hoyt & Co., he joined that firm as 
foreman of the making room, which 
position he has held since that time. 
Mr. Williams’ acquaintance among 
shoe, leather and machinery men of the 
present and past two generations is said 
to have been more extensive than any 
other shoe man in Rochester, if not in 
the United States. 


DOLLAR DAY HUGE SUCCESS 


Annual Event of July 17 Brings 
More Business Than Ever 


Rochester’s annual Dollar Day, which 
was observed July 17, brought more 
business to down-town merchants than 
ever before. Inaugurated a few years 
ago with the idea of stimulating mid- 
Summer trading, the observance of 
Dollar Day has more than proved its 
value. From the early morning until 
closing time Rochester’s stores were 
well filled and the tendency was to pur- 
chase not only dollar bargains but also 
high priced articles that caught the 
fancy. .As_ expected, Dollar Day 
brought a veritable rush from the rural 
districts and stations and the highways 
wére crowded with bundle-carrying, 
Dollar Day buyers. Nearly every store 
featured the day with bargains at one 
dollar. Shoe stores in some cases sold 
shoes for one dollar each or two dollars 
a pair. ‘Other stores gave a dollar dis- 
count on each pair purchased. And 
still others offered unusual values in 
hosiery and shoe findings. , 


RATINGS FOR MERCHANTS 


Confrdential Credit Bureau Assured 
By Geneva Chamber of Commeree 


A confidential credit rating bureau 
is assured to the merchants of the city 
by the committee of the Geneva Cham- 
ber of Commerce, which has the matter 
in charge. The proposed plan will be 
laid before the membership at the next 
meeting. .The retail’ merchants of the 
city will register a list of customers with 
the Chamber of Commerce, each cus- 
tomer being given a credit rating ac- 
cording to a key adopted by the com- 
mittee. The lists will be tabulated and 


card indexed, and from the files a book 
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will be compiled containing all the 
credit ratings. This book will be sup- 
plied to all the merchants subscribing 
for the bureau. Supplements, contain- 
ing additions, changes and alterations 
will be issued every three months and a 
new credit rating book is to be issued 
every year. The rating lists and the 
whole data collected by the bureau will 
be entirely confidential. 
be made by key and no one outside of 
the persons directly interested will have 
access to the files of the bureau. 

The cost of operating the bureau will 
be pro-rated among the merchants using 
it, each subscriber being required to 
pay an initial fee and nominal dues to 
offset the running expenses of the 
work. 


APPROVE DAYLIGHT SAVING 


Chamber of Commerce Gratified 
—78 Per Cent of Workers in Favor 


Officers of the Rochester Chamber of 
Commerce are gratified at the action 
of President Wilson in preventing the 
repeal of the daylight saving law. The 
Rochester Chamber was one of the first 
organizations in the country to favor 


The rating will 


BOOT AND SHOE RECORDER 


the measure and they have stood firmly 
behind it even in the face of opposition. 
A vote was recently taken by the Manu- 
facturers’ Council among the workers in 
Rochester’s industrial plants to test 
their sentiment, and it was found that 
78 per cent of the workers were in 
favor of the daylight saving. A total 
of 28,219 votes were cast in 57 factories. 
Of these 22,115 were in favor of day- 
light saving and 6,104 were opposed. 


STIMULATES BUSINESS 


Two and Three Pairs Bought at 
a Time, White in Demand 


Rochester merchants have enjoyed 
unusually good business for the past 
three or four weeks. Women are buying 
two, and in many cases three, pairs of 
shoes at one time due to the publicity 
given to rising shoe prices at the recent 
convention. Men are also buying two 
pairs instead of the usual pair. 

White shoes are in big demand, both 
for men and women, and one of the 
largest exclusive men’s shops reports 
that they have sold more white shoes so 
far this season than they ever sold 
during the whole year before. 


Detroit 


A BIG TRADE 


The Greatest White Season 
In History 


Merchants are remarking the unusual 
continuation of trade throughout July. 
Comparisons with former seasons are 
greatly in favor of the present season. 
Detroit has enjoyed the greatest white 
season in its history. Stocks of low 
cuts, especially in men’s lines, are almost 
sold out. In one window there was a 
sign reading, “Plenty of low shoes for 
everybody.” Upon inquiry it was 
found that while fresh shipments had 
been received early in the week the 
sizes were rapidly becoming scarce 
again. 

Clearance sales this year are clearing 
sales. It is nothing to have merchants 
report that they have only 100 pairs of 
low shoes, 200 pairs, or 300 pairs, ac- 
cording .to the size of their stores. 
Low cuts will be cleaned up com- 
pletely this season, opening the way for 
an entirely new stock for Summer, 1920. 


R. H. FYFE OUTING 


W. T. Cunningham Accepts a 
New Position 


R. H. Fyfe and the employes of R. H. 
Fyfe & Co. enjoyed a house picnic last 
week. At the conclusion of business in 





the afternoon, large “sight-seeing cars” 


’ were at hand to convey the employes to 


Belle Isle Park, where they were joined 
by their families and friends. After a 
picnic luncheon numerous: games and 
athletic sports were enjoyed 

W. T. Cunningham, formerly mana- 
ger the Newark Shoe Store at 170 Gris- 
wold Street, has resigned to accept a 
position with R. H. Fyfe & Co. A. 
Kuzee, recently returned from the 
trenches in France, has succeeded him. 
Mr. Kuzee was formerly with the W. L. 
Douglas Company shoe store at Grand 
Rapids, Mich. 


A WAR RELIC 


Pair of Paper-Top, Wooden-Sole 
Shoes At R. H. Fyfe’s 

R. H. Fyfe & Co., have on view at 
their store an interesting relic of the 
blockade of Germany, in a pair of 
paper-top, wooden-sole shoes. The tops 
are made of paper cloth which resembles 
burlap in texture. It is chemically 
treated and blackened. This is trimmed 
and stayed around the sole with heavy 
leather. There is no attempt to make 
the shoes stylish, but on the contrary, it 
appears to have been the object to make 
them appear more substantial than they 
are. Each shoe must weigh several 
pounds. They were manufactured in 
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McKays 
IN STOCK 








Bhuostain Dros 


WOMEN'S FINE ely IN STOCK 


173 SUMMER STREET 
BOSTON, MASS. 
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Black, $1.40 
Colors, $1.50 
ack 10 days 
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280 River St. 
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Tredlite Steppers 

for Boys and Girls 
GUARANTEED 
FOR 75 DAYS 

Write for Particulars 


HenryKleine & Co. 
Chicago 
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No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 
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INF ORMATION Merchants 


“Where to Buy” constitutes a 
source of knowledge so that he who 
runs through these pages may read 
—and learn. 
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Mens Shoes 4 















Dance Oxfords Dress Pumps 
IN STOCK 


Pat. Colt Dance Oxford. A-D $6.00 
Gun Metal Dance Oxford. A-D 5.00 
Gun Metal Pump A-D 5.00 


KNOX SHOE CO., Milford, Mass. 
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Stacy.Adams Co. 
Manufacturers of 


MEN’S FINE 
SHOES 
BROCKTON, 
MASS. 
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—_ Gentlemen’s 
Nettleton Shoes 





A. E. Nettleton Co. 


SYRACUSE, N. Y. 
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THe STETSON SHOE Coin 
Soutm Wevmouyu,Mass. 

















EDITORIALLY, THE 
Boot and Shoe Recorder 


is the most alert, aggressive and pro- 
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hed for the shoe merchant. 
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1918, towards the end of the war, when 
substitutes had to be used in making 
wearing apparel of many sorts. 

F. E. Whitelam, display manager of 
R. H. Fyfe & Co., while on his vacation, 
took in the National Display Managers’ 
Convention in Chicago. 


EFFICIENT FOOT FITTING 


Dr. Walter P. Bronston Begins A 
New Set of Lectures 


Dr. Walter P. Bronston, in charge 
of the instruction of the selling force of 
the Dr. A. Reed Cushion Shoe store, 
does not believe in laying down during 
the Summer months. His motto has 
been and will continue to be “100 per 
cent efficient shoe fitting.”’ He is begin- 
ning an entirely new set of lectures, 
delivering them twice a week to the 
salesforce just before business opens ia 
the morning. Some of the subjects 
chosen for early lectures will show the 
scope of the work he is doing. ‘Fitting 
Shoes’’ will be the title of one lecture, 
“Knowing Shoes,” of another. Others 
to follow will be, ““How to measu-e the 
foot properly,” “Courtesy,” “‘Answer- 
ing the objections of the customer,” 
“*Proper fitting of Foot Appliances,” 
etc. - 

A feature of these instructions is the 
“quiz” that follows. Salesmen keep 
track of the puzzling questions that are 
asked them, of the objections offered by 
the customer to the fitting, style, leather, 
or what not, and at these meetings the 
proper answer to each is brought out. 

Dr. Bronston spends each morning in 
the store and assists in properly fitting 
the shoes to the feet of the customers, as 
well as to fitting foot appliances in his 
priv ate office, and giving advice as to 
the correction of foot troubles. 


AN UNFORTUNATE EPISODE 


No Excuse for Carelessness, Says A 
Shoe Merchant 

There is no excuse for carelessness. 
At least one shoe merchant believes so. 
A few days ago a woman entered the re- 
pair department to have a pair of rub- 
ber heels put on her street boots. This 
was done and they were returned to her 
by a saleswoman who carelessly dropped 
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them down on the settee beside the cus- 
tomer. The heels had been inked but 
not polished. The ink was wet. They 
came in contact with a costly silk suit. 
Various expedients were tried to remove 
the stain, but nothing seemed to touch 
it. The merchant is now wondering 
whether the customer, the salesgirl, the 
shoe maker or he will have to stand for 
the cost of anew suit. Truly, there is no 
excuse for carelessness. 


SHOE STORE NEWS 


Wheeler and Kolfage Welcomed 
Home 


Carl Wheeler, with the E. & R. Shoe 
store at 38 Monroe Avenue, and John G. 
Kolfage, with the Dr. A. Reed Cushion 
Shoe Store, have arrived home with the 
final contingent of 339th from Northern 
Russia. These boys have had a life- 
time experience in a few months. They 
are glad to be home again among their 
friends. 

J. B. Burman, manager of the shoe 
department at Kern’s, has enjoyed @ 
very large season’s business, especially 
in white footwear. The shoe depart- 
ment is now located on the fifth floor, 
but if present plans are carried out the 
shoe department will be removed:-to the 
second floor when the new building is 
completed. This will give Mr. Burman 
a chance to enlarge the department’s 
scope. 

The Queen Quality Store is having 
handsome gold monogram signs placed 
on the windows of their store at Wood- 
ward Avenue. 

J. P. Smith Company, Chicago, IIl., 
makers of Dr. A. Reed Cushion Sole 
shoes for men, and John Ebberts Shoe 
Company, Buffalo, N. Y., makers of 
the women’s lines, are contemplating 
the issue of a house organ for the bene- 
fit of their various retail stores and 
others handling the line. 


C. A. Eaton, Manager 


C. A. Eaton, formerly district mana- 
ger the Newark Shoe Stores of Detroit 
and vicinity, has been made assistant 
manager of the company. C. J. Dray- 
ton has succeeded him as district 


manager. 


Buffalo, N.Y. 


SHOES AND HOSIERY 


Big Sales of Both to Tourists and 
Local Trade 


Peace-times have brought a heavy 


influx of tourists to Buffalo this Sum- 
mer. Many of them who make side 





trips to Niagara Falls and nearby lake 
resorts, buy their white footwear and 
holiday hosiery at the stores here. 
Thousands of Buffalonians who missed 
their vacations during the war and are 
now flocking to the amusement centres, 
are also numbered among the customers. 
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These conditions, coupled with the long 
period of extra hot weather, are helping 
to pile up many worth-while sales of 
Summer footwear at the Buffalo stores. 


STORES CLOSE SATURDAYS 


Sales Indicate Success of Plan— 
Prices Continue to Point Upward 


Most of the downtown shoe stores are 
closed all day Saturdays during the hot 
weather. These firms are, therefore, 
actively engaged in crowding six days’ 
business into five. Their sales indicate 
that this short-week concentration of 
selling has been very successful. 

Retail shoe merchants in Buffalo seem 
to have little difficulty in convincing 
customers that prices will continue to 
point upward for some time. They 
say that this tendency is only keeping 
pace with the soaring prices of other 
products. 


TANNERS SHOW ACTIVITY 


Conditions Favorable for Leather 
Industry 


A recent report received in Buffalo 
from Ridgway, Pa., says in part: 

“Tanneries in this section, one of the 
greatest leather tanning districts in the 
United States, are in the midst of the 
greatest boom in history. Never have 
conditions and prices been so favorable 
for the leather industry. In every town 
in which tanneries are located there is 
great activity. In this city as well as at 
Wilcox, Sheffield, Ludlow, Falls Creek 
and many other places, many new 
houses are under construction as the 
result of the large number of men being 
employed at the tanneries. 


FOOT COMFORT SIGN , 


C. H. Barton’s Shoe Store Windows 
Attract Much Trade 


“The cardinal feature of Barton’s 
service is foot comfort,”’ is the introduc- 
tion of a sign appearing in the show 
window of C. H. Barton’s shoe store, 
456 Main Street, Buffalo. 

“The service insures expert advice,” 
the sign continues, “as to the correct 
forms of shoe for the alleviation and 
correction of various foot conditions. 
We guarantee to fit all feet—long, short 
broad and narrow. We also have a cus- 
tom orthopedic department for made-to- 
measure shoes for the more advanced 
conditions—flat foot, infantile paralysis, 
short legs, club-foot, etc.”’ 

This store, like many qther big shoe 
stores, was closed all day Saturday. 
However, attractive window displays for 
Saturday and Sunday were powerful 
magnets that drew plenty of trade to 
this place of business when it opened its 


doors on Monday. Main Street was 
crowded Saturday and Sunday with 
tourists as well as local residents on 
their way to the nearby Summer resorts, 
and thousands of prospective buyers 
were fascinated by the pleasing ex- 
hibits in Barton’s windows, as well as by 
those of the other shoe firms in the same 
thoroughfare. 


A COOL STORE 


Sterling Shoe Store Has Black 
Velvet Case for Women’s White 
Silk Hosiery 


The Sterling shoe store at 360 Main 
Street lays claim to being one of the 
coolest places in town. With the back 
windows and front door wide open the 
store is cooled with refreshing breezes. 
All this happens when the mercury out- 
side threatens to pop out of the top of 
the thermometer tube. Three electric 
fans in operation help the Sterling sales- 
men and customers to forget all about 
the midsummer humidity. 

At the rear of the Sterling store is a 
show case that is pleasing to the eye. It 
is horizontal in shape and has a back- 
ground of black velvet. It is electric- 
lighted and just now it is being used 
principally to set off the charms of 
women’s white silk hosiery. 


FIFTEENTH ANNUAL OUTING 


Seigrist & Fraley Department Store 
Event Held At Olcott Beach 


The fifteenth annual outing of the 
Seigrist & Fraley department stores, 
Buffalo, which have complete shoe 
departments, was held at Olcott Beach. 
This was the first East Side store to set 
aside a whole day for its outing and dur- 
ing the day the Broadway and William 
Street stores were closed while the em- 
ployes were enjoying themselves on the 
shores of Lake Ontario. 

Eight street cars conveyed the party 
to the beach.. A jazz band enlivened the 
trip and during the afternoon and eve- 
ning furnished music for dancing. There 
was a program of athletic events for 
both sexes which included the 100-yard 
dash, 220-yard dash, half-mile heel and 
toe walk, tug-of-war, potato race and 
quoit pitching contest. The committee 
in charge of arrangements was Arthur 
Fallen, Jacob Glaser, William Chur, 
George Heusinger and John Sides. 


NEWARK SHOE STORE NEWS 
New Manager at 539 Main Street 


William Dauberger, formerly of East- 
wood’s shoe store, has been appointed 
manager of the Newark shoe store at 
539 Main Street. The Newark stores 
are conducting a reduction sale of all 
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low shoes in stock—white, black and 
tan. 
An Incident In Fishing 

Walter P. Kuryloski, manager of 
these stores, recently returned from his 
vacation at Pockno Mountains, twenty- 
seven miles from Wilkesbarre, Pa. He 
spent most of his rest period in trout 
fishing in that region. Though inex- 


perienced in this pastime he was able tuo 
remove a few of these swiftly-moving 
denizens from the stream near his camp- 
ing ground. He met with one mishap, 
which is proven by a badly bruised arm. 
In the excitement of trying to make a 
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catch, he slipped and his arm struck a 
jagged piece of rock. 

Stanley Kuryloski, manager of the 
Newark’s shoe store in Lackawanna 
Avenue, Scranton, Pa., recently spent 
his vacation with his parents in 
Buffalo. 


Twelfth Anniversary Celebrated 

The celebration of the twelfth anni- 
versary at Watters Boot Shops of Buf- 
falo and Niagara Falls proved a big 
selling event at these stores. This cam- 
paign was followed by a midsummer 
reduction sale. 





Cincinnati 


RETAIL TRADE ACTIVE 


Not Many “Clean-Up Sales” Re- 
quired to Deplete Stocks 


Retail trade continues to be active 
in this city. Virtually every shoe store 
and department is now holding a sale of 
some nature, and all report brisk busi- 
ness during the past week. Stocks are 
being cleaned up of undesirable sizes 
and patterns in a very thorough man- 
ner. The bargain counters are showing 
little variety for the shopper, even at 
this early stage of the Summer sales. 
The local merchants have a way all 
their own of conducting these sales. 
They first start off in the latter part of 
June or early July with just a “July 
Sale,” after a series of ads on same; later 
they introduce their “‘Clearance Sale;’’ 
and still later they come strongly in with 
their “Cut Price’’ or “‘Clean-Up Sale.” 
This year it is apparent, judging from 
the general condition of the retail stocks, 
that the usual program of procedure 
with the conduct of sales will not have 
to be followed. Probably little addi- 
tional impetus will be necessary in order 
to completely deplete the stocks of goods 
that will not be worth carrying over 
until next year. 


ANTICIPATING HIGHER PRICES 


Preparations Made by Far-Sighted 
Merchants for Spring and Summer 


In anticipation of the considerably 
higher prices next Spring, a number of 
the local merchants are at this time 
making arrangements with their manu- 
facturers, wherever it ic possible, to have 
them book their orders now for next 
Spring and Summer. Few manufac- 
turers are eager, or even in a position, 
to take on such business, especially at 
definite prices at this time. The far- 
sighted merchant today is making 
every possible preparation for higher 
prices. 


SHOE REPAIR PRICES DISCUSSED 





Also Fall Prices by Retail Shoe 
Selling Group, July 16 
The regular meeting of thé Retail 


Shoe Selling Group was held Wednes- 
day, July 16, at the Chamber of Com- 


merce. The chief subjects of discussion 
were those of shoe repair prices and 
Fall and Winter retail shoe prices. A 
more comprehensive understanding be- 
tween the members of the retail trade 
regarding prices both of repair work and 
of future retail prices on certain types of 
footwear resulted from the meeting. 
Expressions by different members of the 
group made the advanced prices on 
repair work justifiable as a result of 
their pointing out the increased costs 
of raw materials and of labor. 

The group voted to give its fullest 
co-operation to the Cincinnati Associa- 
tion of the National Shoe Travelers in 
making their national convention, which 
is to be held in this city at the Gibson 
Hotel on January 6-7, 1920, a huge 
success. 


EMPLOYES’ OUTINGS HELD ° 


McAlpin Company and H. & S. 
Pogue Company, at Oakley Park 


Saturday, July 12,the McAlpin Com- 
pany held its annual outing for its em- 
ployes at Oakley Park. The store was 
closed the entire day. The shoe de- 
partment played a large figure in all 
of the events of the day. Manager John 
Kipp, in discussing the results of the 
outing, states that one would be sur- 


_ prised at the good feeling engendered 


between employer and employe by this 
annual event. 

Saturday, July 19, the H. & S. Pogue 
Company held its annual outing for 
its employes at Oakley Park, and as a 
result did not open its doors for busi- 
ness. Many unique events were 
planned, in which all were allowed to 
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participate. One was a newspaper race, 
in which each contestant was to take 
a newspaper in both hands and walk for 
a certain distance without touching the 
ground with their feet. 


SHOE. COMPANY EXPANDS 


Foreign Business Taxes Factory to 
. Full Capacity 


The Excelsior Shoe Company, Ports- 
mouth, Ohio, has started work on the 
construction of an additional story on 
their factory. Their plant is at present 
five floors high. When it was originally 
built a floor was laid with view to the 
addition of another floor at some later 
date when the business required it. 
The Excelsior Company has recently 
taken on considerable foreign business 
and as a result the factory is taxed to 
its fullest capacity. H. L. Revare, sales 
and advertising manager, went East 
last Thursday in the interest of their 
foreign business. 


CINCINNATI NOTES 


Interesting News of Men—New 
White Leatherless Shoe 


J. P. Orr, president of the Potter Shoe 
Company, has proved his interest in 
civic affairs recently to the extent of 
being one of a number of local prominent 
business men to underwrite a large loan 
to the city for the purpose of increasing 
the pay of the city’s firemen, policemen 
and other city employes. 

A Cincinnati manufacturer recently 
put on the market a white Summer 
shoe which does not have in it a piece 
of leather. The upper is entirely of 
canvas and the sole of composition. 
The shoe is built on a long, slim last 
and is made in an attractive walking- 
shoe pattern. It has proved popular. 

H. N. Lape, sales and advertising 
manager of the Julian & Kokenge Com- 
pany, left this week in his motor car ona 
trip to Nova Scotia. Mr. Lape is 
accompanied by his wife. 


Columbus 


SHOE TRAVELERS’ OUTING 


Big Feature of the Event Was Ball 
Game—‘‘ Wild Cats”’’ vs. Crutches 


The annual picnic of the Ohio Shoe 
Travelers’ Association was held at Indi- 
anola Park, Columbus, O., on July 17 
last. About 75 members and their 
families attended this outing and en- 
joyed themselves to the utmost. 


The big “feature” of this outing was 


the ball game between the Wild Cats 
and the Crutches. ' The line-up was as 
follows: 


A BASKET LUNCH 


An Excellent Program Throughout 
—Dancing Ends Evening 


After awarding the prizes to the win 
ners of the several events, the members 
partook of a basket lunch, which was 
served in the beautiful wooded section 
of the park. 

After the lunch R. B. Collier, 
president of the association, thanked 
the committee for the excellent pro- 
gram which had been arranged, and 
spoke very highly of the ladies for the 








Wild Cats 


Crutches 


TRIE, FO cass wine oohe seme ance his asetn daateed scent esc ae Snyder, Smiths 


0 UR” ery perrer errr err rene 


Godmans, Flautt 

Constant Comfort, Campbell.......... 
Smith Sterling, Reed,................ 
Fits the Arch, Mayers........ 

Carters Special, Vans‘ckle. . 

Godman Mickey, Burns. . 

Bradford’s Mary Jane, Aspinall... 

Umpire, ‘‘Fatty’’ Ryan 

“Shorty” (Perry) Smith 


. Hobbs, Knox 

 .Shufelt, Reedley Metcalf 
Hood, Cushflex Fenton 

Smith, McElwains 

.Ingam, Lazarus Special 
Radcliffe, Bradford’s Soft Shoe 
.Tornes, C & E 

. Rowe, Friedman-Shelby Red Goose 
. .Scorekeeper, ““Doc” Schuler 

.. “Skinny” (Jimmie) Kaltenbrun 








The game was so “‘fast’”’ and exciting 
that the scorekeeper was unable to keep 
account of the runs; the game was 
finally decided in favor of the “Crutches” 
by the score of 14 to 3. 


excellent spread which they had ar- 
ranged. — 

After enjoying a very pledsant eve- 
ning dancing, the boys wended their 
way homeward very tired, but happy in 
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Change your Faded or Off- 
colored Shoes to the Latest 
Fashionable Cordovan Shades by 
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Where to Buy 


Men’s Shoes 











Men’s Welts 
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IN STOCK 
DIAMOND SHOE CO. 
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Men's, Women’s and Children’s Shoes 








ELIAS BERLOW 
Selling Agent 
“FISKE”’—MEN’S SHOES 
“ASBORN” CHILDREN’S SHOES 
BUSTEN WOMEN’S SHOES 
TWEEDIE BOOT TOPS 


110 Duane St., New York, N.Y. 
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That Wears 
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the thought that this annual affair had 
been one of the best outings ever held by 
this association. 


OTHER EVENTS FOLLOW 
Tom L. Flautt Wins the 10-yard 
Free-for-All 


F In the other events that followed 
Tom L. Flautt showed the boys how he 
could run for a train by winning the 
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10-yard free-for-all. Mrs. R. R. Rad- 
cliffe displayed her speed by winning the 
wheel-barrow race; Miss Eleanor Hobbs 
won the girls’ flag-race, with Miss Paul- 
ine Vansickle second; the girls’ peanut- 


_ race was won by Pauline Vansickle, with 


Margaret McKelvey a close second; the 
boys’ hop-race was “‘hopped’’ first by 
John Batterson, then Francis Van- 
sickle showed all the boys his speed by 
winning the 25-yard dash. 


Cleveland 


BUSINESS IS ACTIVE 


Warm Weather Does Not Affect 
Shoe Store Conditions 


Cleveland shoe merchants are just 
now in between seasons, but the periodi- 
cal dull spell that usually comes about 
this season of the year has not set in. 
There’s plenty to do in the average shoe 
store in this city, although it is hot 
enough to make a man lazy and to send 
thousands away to the seashore and 
other watering places. 

The run on white goods continues, 
and the sales are by no means confined 
to young women. The elderly ladies 
have disregarded that prudish dictation 
which said that they should be clad in 
somber colors, and are wearing white 
shoes as never before. They’re cool, 
and an elderly person appreciates that 
fact just as much as a younger one. 


HEADQUARTERS ARE CHOSEN 


Ninth Floor Hotel Cleveland Home 
of Shoe and Leather Club 


At the last meeting of the board of 
directors and officers of the Shoe and 
Leather Club of Northern Ohio, it was 
decided to maintain permanent head- 
quarters in the ninth floor of the Hotel 
Cleveland. 

All the sample rooms of the hotel are 
on that floor, and naturally visiting shoe 
travelers will make their displays in 
close proximity to the new headquarters. 


The quarters will not be opened until 
September and then they will be avail- 
able to all men in the industry. 

It is proposed to keep a bulletin 
board in the club rooms, where letters 
relating to the trade will be posted, as 
will all other data of an instructive 
character. 

The names of all shoe travelers in the 
city, together with the names of their 
companies, will go up on the bulletin 
board, so that it will be a clearing house 
of information for all members of the 
industry. 

The new club will receive members 
not only from Cleveland, but from all 
Northern Ohio, including such cities as 
Youngstown, Warren, Massilon, Alli- 
ance, Canton, Akron, Ashtabula, 
Sandusky, Mansfield, Ashland, Woos- 
ter, New Philadelphia and Lorain. All 
men in the industry, including manu- 
facturers, retail merchants, the sales- 
men, wholesalers and others in those 
cities may make appointments with 
travelers at the club headquarters. 
When in the city they also may make 
it their headquarters. In addition they 
may attend regular sessions of the club, 
or have their own group gatherings 
there. 

An educational campaign is being pre- 
pared for the Winter months, and it will 
be put on at meetings, which will be 
held monthly. It is proposed to discuss 
one subject nightly, so that it may be 
thoroughly digested. 


St Louis 


HORACE SWOPE RETURNS 


Made Splendid Record in France in 
Red Cross Work 


Horace M. Swope, secretary of the 
Swope Shoe Company of St. Louis, who 
has been in France about a year, en- 
gaged in Red Cross work, returned to 
St. Louis, July 12, and will resume his 
connection with the retail shoe business 


as soon as the details of getting out of 
active Red Cross harness can be effected. 
Mr. Swope was acting manager for the 
St. Louis or Southwestern Division of 
the Red Cross before he went to Europe, 
but after his arrival there was placed in 
charge of the southern zone of France, 
in charge of all administrative work. 
After the armistice was signed he be- 
came director of the Army and Navy 
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department of the Red Cross at Paris, 
this service compassing every activity 
except medical care and including the 
tracing of missing men and the mainte- 
nance of canteens. While in charge of 
the southern zone his headquarters were 
at Marseilles. 


PAUL HOGAN DEAD 


Thefts of Shoes from Railroads and 
Shipping Points Continue 


Paul Hogan, for some time with the 
Hamilton-Brown Shoe Company at 
St. Louis, was killed in Chicago last 
week through a fall, due to a push given 
him by a hotel clerk in the course of a 
dispute. In the fall his head struck the 
street curb, fracturing his skull. 

Further arrests have been made in 
connection with the persistent theft of 
shoes from freight platforms and cars, 
trucks and other shipment points, this 
time. in the “fence” or receiving end. 
Recovery has been made of goods stolen 
from the Roberts, Johnson & Rand 
branch of the International Shoe Com- 
pany, but the continuance of the stealing 
indicates that the gang is still wide- 
spread and that much further action 
will be necessary to break up the thefts. 


COATS DISPENSED WITH 


Extremely Hot Weather Prevailing 
—Sees Salesmen in Silk Shirts 


The extremely hot weather which has 
prevailed in recent weeks has led to 
a more general release of salesmen in 
shoe stores from the restrictions as to 
wearing coats. In some stores, however, 
the rule is still maintained, particularly 
in shoe sections of department stores. 
The increasing number of saleswomen 
with their light waists is making the 
salesmen envious of their greater com- 
fort, but custom is difficult to overcome, 
although there is a steady gain in the 
number of coatless men whose neat silk 
shirts are recognized as comfortable 
and likewise of satisfactory appearance 
except, perhaps, to the most unreason- 
able sticklers among store managements. 


LINCOLN STORE SUPPLIES CO. 


Succeeds Lincoln & Lincoln, in Shoe 
Findings Business 

The Lincoln Store Supplies Company 
is the new title given to the business 
which has been operating as Lincoln & 
Lincoln, supplying the retail trade with 
shoe findings, eic. The capital of the 
company has been doubled and the 
officers now are Norman L. Lincoln, 
president; J. H. Tipton, vice-president, 
and H: C. Phillips, secretary and treas- 
urer. Both Mr. Tipton and Mr. Phillips 
have recently returned from service in 
the Army and Navy respectively. The 


- sually brilliant. 
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same gentlemen are associated in an 
independent business as partners, the 
firm style being Lincoln, Tipton & 
Phillips. In this latter enterprise, which 
will be carried on at the same offices, 
1508 Washington Avenue, the partner- 
ship will represent Dungan, Hood & Co., 
kid leathers, etc. The second member 
of the original firm, Capt. Atwell T. 


Lincoln, lost his life in France, having 


entered the service at the first outbreak 
of hostilities. 


THE FASHION PAGEANT 


At Forest Park Auditorium, August 
5, 6, 12, 13, 19, 20 


The work of preparation for the sea- 
sonal Fashion Pageant at St. Louis, 
which will be given, as usual at this 
period of the year, in the municipal 
auditorium in Forest Park, is well under 
way and the presentation of the latest 
models in garments, millinery, shoes and 
accessories will be had, weather permit- 
ting, August 5 and 6, 12 and 13, 19 and 
20, the Tuesdays and Wednesdays of 
three successive weeks. The Pageant 
will be based upon the results of a prize 
contest for a suitable scenario, for which 
the winner was awarded $250. It will be 
entitled the ‘‘Garden of Enchantment” 
and its scenic effects taken from the 
story of Aladdin in the Arabian Nights 
series. ‘The scenic effects, dances, etc., 
which will form the background for the 
display of the new models will be unu- 
The shoe houses sup- 
porting the Pageant will provide special 
designs in consonance with the costumes 
to be worn. 


SHOE DEPARTMENT’ REMOVAL 


Stix, Baer & Fuller Dry Goods Co. 
Take Same to Separate Building 


The removal of the men’s shoe de- 
partment, of the Stix, Baer & Fuller 
Dry Goods Co., across the street from 
its present location, pending the con- 
struction of a new building to take the 
place of the southwest corner of the 
present structure, has begun and for 
the coming year at Jeast the entire men’s 
department of the store will be opened 
in a separate structure. Preceding the 
removal a clearance sale was put on to 
reduce stock and to draw attention to 
the change to the new location. The 
new huilding will conform in architec- 
ture, floor levels, etc., to the remainder 
of the store building which occupies the 
remainder of an entire city block. 


WHITE SHOES POPULAR 


Business Generally Satisfactory, 
But Short In Pairs 

White goods continue to form the 

bulk of the present seasonal selling in 
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Where to Buy 


Miscellaneous 








SALES LETTERS 


MULTIGRAPHED- 
FILLED IN--SIGNED-— 
MAILED. 


F. S. ROOT CO. 


BUSINESS PUBLICITY SERVICE 
6 BEACON ST., BOSTON 








Trim Your Windows with 


WIN -DECO 


DISPLAY PAPERS 
Send for Free Samples. Large Variety of 
Color Effects. _ 
WIN-DECO DISPLAY SERVICE 
93 Federal St. Boston 











LATEST STYLES IN 
COLONIAL BUCKLES 
Slipper Bows, 
Ornaments, Buckles, etc. 
D. T. DUDLEY & CO. 


66 Washington St. 


Haverhill, Mass. 
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Ww" SUMNE R SMITH 
CHICAGO 


BATHING SHOES 
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Where to Buy 


Rubber Footwear 








DISTINCTIVE , 
RUBBER | 
soautabibeine 








Where to Buy Sryirs 


An extra editorial service to “Recorder” 
readers, free for the asking, with authentic 
information on current problems. 
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MARION SHOE COMPANY, Marion, Ind. 





THE SHOE THAT JACK BUILT 
WESTERN MADE 


Latest Style—Narrow Toe—Square Throat 
Stitched Tip—AA to D 


Men’s Mahogany Calf Bal 


We are covered on a limited quantity 
of this stock and as we want to intro- 
duce our line more extensively, we will 
accept orders up to August 10th for 
delivery in September and October at 
one dollar under replacement price. 
Also 14 good numbers in stock. 








BAYONET LAST 
STOCK NO. 1700 


Ask for Catalog 


























BUTTON AND LACE—IN STOCK 


YOUR REFERENCES Sens 
Gun Metal $2.00 
Tan Lotus $2.10 
may be first class in every respect, Brown $2.10 
and you may have reams of them. rnene aistell 
Gun Metal $2.40 
BUT Tan Lotus $2.50 
if you do not, or can not, refer to us, — oo 6s 
u will be asked ; 
” Shoes for 





“Why not?” 
BETTER WRITE US TODAY 


Little Folks ’ 
That give the most in 
wearing value. Foot 
Form Lasts—Smooth 
Tread—No Nails—No 
Tacks—Oak Bend Qual- 
ity Outsoles. 


Order a Sample Pair or a Sample Dozen 
Net 30 Days, 2 per cent 10 Days 


“*The Welt Stitchdown 
' that has made good,’’ 


TRUITT BROS., Inc. 


Binghamton New York 





The Credit Clearing House 
“Builder of Better Credits’’ 
Executive Offices: 440 Fourth Ave., New York City 
Branches in all important cities 
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the shoe stores and departments and a 
noticeable feature of the trade is the 
demand for white canvas goods, espe- 
cially oxfords and pumps. The range 
of prices is not wide and the volume of 
the selling seems to be around $5 per 
pair. — 

Kid goods seem to be too scarce 
and too high to attract the public just 
now, while the comfort of the white 
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canvas and the better quality of the 
material are having their effect. The 
stores and departments have also begun 
their seasonal clearance sales but there 
is a very notable absence of seriously 
cut prices or of the offering of lines which 
will carry over safely to another season. 
Business generally is very satisfactory 
in money total, but somewhat short in 
pairs. 


New York City: 


BUSINESS CONTINUES GOOD 


Merchants Report Price Reductions 
Are Moving Out Stocks Rapidly 


Summer clearance sales brought up 
the general level of the retail shoe busi- 
ness of New York City last week, despite 
the rainy weather which ordinarily 
would serve as a trade damper. 

The retail merchants report that the 
price reductions, although not as sharp 
as in previous years, are moving out 
stocks rapidly. Recent publicity given 
the shoe and leather situation in the 
daily press has served to instil the belief 
in the minds of the general public that 
higher prices are to come with the con- 
sequent reaction towards buying now. 
Many retail merchants report that calls 
are made now for high shoes, suitable 
for Fall and Winter wear, by customers 
who are trying to provide for their re- 
quirements before further advances are 
made. 


ALL SHOES SELL WELL 


Demand for White Shoes Continues 
—Also Blacks and Browns 


While the demand for white shoes 
continues, sales of both black and brown 
shoes have been good, declare the retail 
merchants. Where low stocks prevent 
the fitting of a customer in white shoes, 
the salesmen find it comparatively easy 
to make sales of other types, it is said. 


SCHOOL SUCCESSFUL 


Five-Day Course in Salesmanship 
Receives Much Praise 


The five-day course in retail shoe 
salesmanship conducted by the J. & T. 
Cousins Company of Brooklyn, and 
Churchill Hall, Inc., at the Hotel Astor, 
was voted a success by the sixty-three 
merchants who attended the daily 
sessions. The course closed with a ban- 
quet on Friday night, July 18, at which 
diplomas were awarded to the students. 
Gold pins were issued the “graduates,” 
signifying their membership in the 
“Cousins class of 1919.” Many of the 


merchants who attended the course 





made laudatory speeches at the banquet, 
thanking the company and Frank E. 
Fehlman, of the Churchill-Hall Adver- 
tising Agency, for the help they had 
received from the school. 

E. C. Wheeler, superintendent of the 
Cousins factories, pointed out at the 
banquet that better relations ensued 
from such meetings between manufac- 
turers and retail merchants and inti- 
mated that the school would be made an 
annual event. 


RECEIVES DIPLOMA 


S. J. Brouwer Attends Salesmanship 
Course—Also Shoe Style Show 


One of the visitors at the New York 
Style Show, which was conducted at the 
Bush Terminal Building on the evenings 
of July 17 and July 18, was S. J. Brou- 
wer of the S. J. Brouwer Shoe Company, 
Milwaukee, Wis. 

Mr. Brouwer is one of the merchants 
who has received his diploma from the 
salesmanship course which has just 
been completed at the Hotel Astor, 


held under the direction of the J. & T. 
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Cousins Company and Churchill, Hall, 
Inc., Advertising Company. 


“WHITE SHOES IN DEMAND” 


Says John J, Slater, President of 
Retail Merchants’ Association 


‘ John J. Slater, president of the New 
York Retail Shoe Dealers’ Association 
says: ““White shoes are in great demand; 
the only trouble experienced in the 
retail shoe trade in New York is getting 
the goods to supply the demands of the 
customer.” 


WOMEN ARE EFFICIENT 


W. W. Paxon Claims They Make the 
Best Salespeople 


W. W. Paxon of the J. & T. Cousins’ 
store, Philadelphia, Pa., was one of the 
merchants who took the course in sales- 
manship at the Hotel Astor the week of 
July 14. Mr. Paxon feels that there 
will be a demand for low shoes during 
the Winter which will be worn with 
woolen stockings and there will also be a 
good demand for spat pumps. 

Mr. Paxon says that the force of 
salespeople in the Philadelphia store is 
equally divided between men and 
women. He considers that women are 
most efficient as salespeople. 

J. H. Williamson of the George Mc- 
Bain Company, Roanoke, Va., John D. 
Livingstone and Charles Livingstone of 
Livingstone Bros., Clarksburg, Va., and 
W. E. Landborg of Landborg, Collins 
Company, Elgin, Ill., were also among 
the merchants who took the salesman- 
ship course at the Hotel Astor, July 14 
to 18. 


Chicago 


WHOLESALE BUSINESS GOOD 


Selling of Fall Shoes in Full Swing 
—Many Buyers 


Selling of Fall shoes is now in full 
swing among the wholesale houses. 
Merchants are in the market in large 
numbers, many coming in who were 
not able to be here during the recent 
Chicago. National Shoe Exposition. 
The keen interest of the merchants in 
visiting the Chicago market and buying 
in large quantities is intelligently de- 
fined by S. J. Myerburg, president of 
the Stanwear Shoe Company, whole- 
salers of children’s shoes, who says: 

“It is‘ quite unusual for heavy Fall 
selling on the part of wholesalers to 
begin as early as it has started this 


season. The reason for this can be 
readily apparent in the rapidly rising 
price tendency. It is not necessary to 
call to the attention of the merchant the - 
fact that shoe prices are advancing 
every day, and there is an ardent desire 
to purchase all kinds of footwear in 
large quantities at present prevailing 
prices. Factories are now quoting 
prices of seventy-five cents to a dollar 
higher on children’s McKays for Spring 
delivery, and twenty-five to fifty cents 
higher on turns, which means that any 
merchant who places his orders now is 
using foresight, and is enabled to buy 
shoes at distinct price advantages, com- 
pared to what he will have to pay later 
if he postpones buying. Business has 
never before been so good. Children’s 
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Dependability 


HE retailer who deals with 
the successful manufac- 
turer is relieved of the specu- 
lative element in buying, for 
he is certain that sound, de- 
pendable merchandise will be 
delivered to his store. 


DEPENDABILITY is the keynote 
of the Regal Agency Plan. 
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Stock No. 8102 


READY TO SHIP 


One of Regal’s nationally advertised Boots. 


Cordo Russia Calf; 8’’ Three Quarter Fox 
Bal; Same Top; Imitation Tip; 8 sq. Sole; 
14-8” Cuban Heel; Invisible Eyelets. 
AA, 4% to 7 B, 3% to 7 
A, 4 to7 C and D, 2% to 7 
Style Price Telegraph-Order 
8102 $7.50 Code Word 
KLINE 


Prices subject to change without notice. 


Regal Shoe Company 


BOSTON, MASS. 
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Leading Retail 
Stores feature 
our TurnShoes 
exclusively for 
their top grade. 
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Style 700—Black Kid, 9 in. Lace Welt Boot, 
19/8 Ritz Heel, Exquisite Last, . 
AAtoC - - = = $6.50 


Style 701—Same in Brown’ - - - 7.50 
High Grade Shoes for Women 


G. E. Lippman Shoe Co. 


1627 Washington Ave., St. Louis, Mo. 












































































































































IDE-AWAKE Shoe Manufacturers 
can improve the quality of their 
shoes, reduce plant and carrying charges, 
saving time and money by using cut 


soles. 
We make 142 different grades of Men’s and 
Women’s soles. Within this range you will find 


your requirements. 


Tanners Cut Sole Co., Boston, Mass. 
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high cuts in turns are having a wide 
call, combinations and tans being the 
predominating colors. Blacks have 
shown unusual strength lately, and I 
predict they will be selling as big as 
tans very shortly, in misses’ and chil- 
dren’s shoes. Our business has more 
than doubled in the last six months.” 


BRISK LOCAL BUSINESS 


Merchants Optimistic — Clearance 
Sales Indicate Successful Season 


The manner in which the public is 
responding to the announcements of 
clearance sales of shoes indicates that 
the present season will be one of the 
most successful in local shoe trade 
annals. Great eagerness is being dis- 
played by purchasers for all styles of low 
footwear, white of course still being the 
predominating color. Business among 
the shoe stores in all parts of the city 
is such that makes every merchant 
optimistic. 


STRIKES A MENACE 


Labor Problems Result In Strikes 
In Larger Industrial Plants 


Labor problems and difficulties have 
resulted in a few strikes among the 
larger industrial plants in Chicago that 
have placed hundreds of thousands of 
workers idle. The public estimation of 
these strikes, however, indicates that 
they are only temporary, to be over- 
come through new wage agreements. It 
is reported that the threatened strike of 
15,000 street-car men will be averted by 
compromise and adjustment of the car 


men’s demands, on the one hand, and | 


the increase of car fares and revenues 
on the other, as a means of protecting 
the street railways from any crippling 
effects sustained through a wage in- 
crease. 


MGR. LAKOFKA’S STATEMENT 


Black Kid, Black Kid Topand Patent 
Vamps Moving Strongly 


Mr. Lakofka, sales manager of Harper 
& Kirschten Shoe Company, whole- 
salers of women’s shoes, says: ‘‘A con- 
siderable number of out-of-town mer- 
chants have been in the market during 
the past week and interviews with many 
of them indicate that the retail business 
is far and away better than is usual in 
July. The reason given for this condi- 
tion by the merchants is that their cus- 
tomers seem to be provided with plenty 
of money and are willing to buy the 
best merchandise in the stores.”” Mr. 
Lakofka says that black kid, black kid 
top and patent vamps in lace are. mov- 
ing strongly. Merchants are placing 
large orders for immediate delivery. 
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Philadelphia 


RAINY WEATHER PREVAILS 


**Clearances”’ a Little Slow, Both in 
the Skies and the Stores 


Clearances didn’t clear last week 
quite as fast as the trade would like to 
have seen them, but apparently there 
is no place to put the blame except on 
St. Swithin, whose legend of forty days 
rain bade fair to beat out the weather 
man’s most desperate scientific predic- 
tions of fair weather. 

The damage to sales, however, was 
not serious. As a matter of fact it was 
just a little slowing up, owing to a per- 
centage of upset vacations. But in no 
sense can business be described as dull, 
and there is nothing but optimism in 
the trade. . : 


LIVE MODELS MAKE HIT 


Much Better Way to Show Styles, 


Visitors Say 


Philadelphia merchants who went 
over to New York to the Style Show 
declare that the showing by means of 
live models was much more effective 
than display methods of the past. In 
fact one merchant is communing with 
himself over the advisability of con- 
ducting a little style show all his own, 
in his store windows, and on this basis. 
While he refuses to commit himself 
as to whether or not he will do it, he 
points out that a pretty girl in a store 
window, trying on shoe after shoe, with 
short poses to show each style from va- 
rious angles, and with an appropriate 
window trim would be something de- 
cidedly novel in the display of shoes. 
There would be no question that the 
scheme would more than fulfill that first 
function of advertising, namely, at- 
tracting attention. The only thing that 
appears to worry the merchant in ques- 
tion is whether it would not produce 
too big a rush for his organization to 
handle. He says he’s going to figure it 
out very carefully before he makes his 
decision, and a number of his friends in 
the trade are urging him to give it a 
trial. They want to see how it works 
out. 

NO WORRY IN PRICES 


Growing Co-operation -Among 
Elements of Allied Shoe and 
Leather Industries 


The Philadelphia shoe men have at 
last arrived at a point in the education 
of the public where they do not have 
daily fights on their hands with cus- 
tomers who feel that they have been 
“robbed.” A great deal of good ap- 


parently has been done by the publica- 
tion in several of the newspapers here of 
retail prices generally in England, 
France and other parts of Europe. Ina 
number of instances shoe prices have 
been quoted in the lists and in the arti- 
cles appearing on the subject. The price 
does not look nearly so big-to the con- 
sumer when he or she realizes that it is 
two or three times bigger on the “‘other 
side.” 

The ever-growing co-operation among 
all the elements of the allied shoe and 
leather industries and trades is making 
the stimulation of stock-turn easier. In 
fact, the trend of limiting styles in the 
manufacture, and particularly the limit- 


_ ing of colors under the action of the 


Allied Council are doing much to carry 
the retail store in this direction without 
any effort on its own part. It cannot 
help derive a measure of benefit from 
the development unless it actually goes 
out of its way to fight it. 

In the second place, business has been 
profitable, and it is only in the excep- 
tional case that the store. will not be 
well able to turn a good bit of money 
back into the business at the end of its 
fiscal period without any serious diminu- 
tion of the final distribution of profits. 


WANT ACTIVE LINES 


Merchants Seeking Styles on Which 
Stock Turn Is Rapid 

The bulk of the Philadelphia mer- 
chants, however, are not contenting 
themselves with sitting back and allow- 
ing offerings to narrow themselves down 
in the general direction of the most 
active lines. Reports of recent orders 
indicate that the buyers’ backbones are 
stiffening quite noticeably, despite the 
shortage of goods. They are figuring 
much more closely on what the public 
wants and are going ahead on their own 
accounts to cut out what one buyer 
calls ‘‘flapdoodles.” 

Apparently A. H. Geuting’s recent 
address in New York, calling the atten- 
tion of the merchants of that state to the 
fact that the trade in any one town can, 
through co-operation, wield a tremen- 
dous influence on the styles of their own 
community, has not been lost among the 
Philadelphia trade. 

In days past, under different trade 
conditions, the conservatism of Phila- 


| delphia’s tastes may have constituted a 


handicap, and it may have been pro- 
gressive and profitable business for the 
retail merchant who had the courage 
to do so to put forth his effort to batter 
down this conservatism. 

But with the world shortage facing 
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° SHUES $ 














For Children and Young Ladies 


ARE composed of an excellent, well-selling Jine of more than 300 styles of the highest grade TURN 
and WELT shoes. 


THEY are manufactured in one of the largest and most modern factories in Brooklyn by a concern 
which has demonstrated the utmost dependability through 35 years of business life. 


THESE shoes have contributed materially to the success of many children’s shoe departments. 


You Should Know This Line Well 


Dr. A. POSNER, SHOES, Inc. 


OFFICE AND STOCK ROOMS 


138-140-142 West Broadway 
NEW YORK CITY 


Phone: Worth 3708 Factory: 141-151 Roebling St., Brooklyn, N.Y. 
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THE NORMAN SHOE 


METROPOLITAN STYLES FOR MEN 


Poa se HIS is just one of the styles 
you will find inthe Norman 
line of Men’s Fine Welts. It 
carries a large selection—in 
all the high grade leathers | 
and neat fitting lasts. | 

- 


No. 2340 : e e 
Black glazed kid blucher; MADE BY 


sole leather counter, grain 


sage) ticts Avo ~~) NNQYES-NORMAN SHOE Co. | 


St. Joseru, Mo. 
Chicago Office — ROOM 306 — LEES BUILDING. 
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the trade for several years to come, and 
the necessity to concentrate on only 
those goods which the buyer is sure the 





public is going to take to, this trait of 


BOOT AND SHOE RECORDER 





the Philadelphia public is standing the 
retail shoe trade in good stead today. 


Haverhill 


NEW HAVERHILL FIRM 


Surpass Shoe Company with Charles 
Cotter as Treasurer 


The Surpass Shoe Company, with 
Charles Cotter as treasurer, is the most 
recent addition to the large number of 
Haverhill shoe manufacturers. Mr. 
Cotter has long been identified with 
Lynn shoemaking as head of the Cotter 
Shoe Company. He is a man well 
known in financial circles and president 
of the Lynn Shoe Manufacturers’ Asso- 
ciation. It is said that the new concern 
proposes to produce a strong line of 
footwear for women. 


ECHOES FROM STYLE SHOW 


Local Manufacturers Strongly 
Represented by Exhibits 
at Boston 

The Boston Style Show is now a thing 
of the past, but the memory of the suc- 
cessful exhibits by Haverhill shoe 
exhibitors still lingers. Conversation 
gravitates toward things seen and heard 
at the Style Show. There were fifteen 
Haverhill manufacturers among the 
exhibitors. The living models on the 
runway wearing Haverhill-made shoes 
made a decided hit. 


LEATHER PRICES ADVANCE | 


Difficult to Arrive at Manufacturing 
Costs 

Just how far leather prices will go 

before the law of supply and demand 


begins to work toward a depression of 
prices cannot be foretold. The upper 
leather coming into the American mar- 
ket is light in volume compared with 
the days before the war, and the call for 
what is obtainable of finished stock is 
insistent at top prices. Figuring costs 
is a hard problem these days. As one 
shoe man expressed it: ““The little man- 
ufacturer has as good a chance to get at 
costs as the large manufacturer with 
years of experience to guide him.” 


OPEN NEW OFFICES 


The Webber Shoe Company Occupy- 
ing Added Factory Space 


The Webber shoe Company is now 
occupying added factory space formerly 
occupied by the Hamel Shoe Machin- 
ery Company. A new office has been 
fitted up providing more room for 
their office employes. 


Cc. L. MARKS DIRECTOR 


Emery & Marshall Co. Reward 
Faithful Services in Election 


Charles P. Marks, for many years 
associated with the Emery & Marshall 
Company, was recently elected a 
director and vice-president of the com- 
pany. Mr. Marks is one of the promis- 
ing men of the younger generation 
identified with the shoe trade. Faithful 
services for the Emery & Marshall 
Company have been rewarded in this 
recent appointment. 


Boston 


McCAHILL IN BUSINESS 


Leaves Boston Herald to Become 
Partner in Tucker Advertising 
Agency 
-Interest is intense in the boot and shoe 
trade of New England in the announce- 
ment that C. F. McCahill, the genial 
manager of the Sales Service Depart- 
ment of the Boston Herald, is to become 
a partner in the Tucker Advertising 
Agency, 303 Fifth Ave., New York 

City. 

“‘Charlie’s” broad smile has become a 
landmark at gatherings of shoe manu- 
facturers and salesmen, and his presence 
has seemed to be necessary.to the 100 


per cent success of the semi-annual 
Boston Shoe Style Show. 

Many of the clever publicity stunts 
which have aroused interest in the trade 
and have helped to sell more of New 
England’s fine shoes have been con- 
ceived in the recesses of his fertile 
brain, but his activities have not been 
by, any means confined to the shoe trade. 
All New England business men of 
prominence are his friends. As the man- 
ager of the Sales Service Department of 
the Boston Herald, he has been a most 
potent influence in linking up the sales 
plans of national advertisers with dis- 
tribution conditions in New England. 

It is.as_a result of the splendid work 
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he has done along this line that he has 
been called to this larger field of en- 
deavor in the country’s metropolis, and 
is to put his specialized knowledge at 
the disposal of a larger number of ap- 
preciative advertisers. 

He goes with the best wishes of a host 
of friends in New England who will 
watch his further progress with intense 
interest. 


MANUFACTURER IN CITY 


Thomas S. Walsh a ‘*Recorder’’ 
Visitor 

Thomas S. Walsh of Parker & Mon- 
roe, Ltd., was a visitor in the Boston of- 
ficethis past week. Mr. Walsh has a large 
number of friends in this section and is 
always a welcome visitor. He reports 
that the shoe trade in Newfoundland 
is in a very active condition and that 
the outlook for future business is ex- 
ceedingly bright. 


EN ROUTE TO BROCKTON 


M. W. Glickman of Diamond Shoe 
Company Visits ‘‘Recorder”’ 


M. W. Glickman of the Philadelphia 
office of the Diamond Shoe Company 
was a visitor at ‘““The Recorder” office 
the past week. 

Mr. Glickman was on his way to 
Brockton, where he had business at the 
factory of his firm. He will also stop 
at the New York headquarters of the 
Diamond Shoe Company in New York 
en route to Philadelphia. ; 

Mr. Glickman reports business in 
excellent condition. 


e BOSTON NOTES 


Sir Percy Daniels, British Buyer, 
Near Boston 


Sir Percy Daniels, noted British buyer 
of leather, is at Hotel Presten, Swamp- 
scott. He is within 30 minutes auto 
ride from his Boston headquarters. 


A CALIFORNIA VISITOR 


Charles J. Groh in East on Buying 
Trip—Visits Hub 


Charles J. Groh who conducts the 
only exclusive shoe store in Woodland, 
California, was a visitor at the ‘“Re- 
corder”’ office the past week. Mr. Groh 
carries a full line of shoes and reports 
‘business as excellent. Mr. Groh has 
been a subscriber to the “Recorder” 
for the past twenty years.. He is here 
on his annual buying trip. 

“Woodland,” said Mr.. Groh, “‘is-a 
town of 6,000 inhabitants, twenty-fixe 
miles from Sacramento. ‘Crops are very 
good in our part-of the country. Ido 
not find that prices are so*high in our 
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“Keith Konqueror” 


NUMBER 956 
NOW READY FOR SHIPMENT 
TAN CALF OXFORD 


4 
; OMe “KREMLIN”’ LAST 


hs] 


in C and D widths 
Price, $6.50 


The returns on your investment will be revealed in profits 
and customer satisfaction. 


The Preston B. Keith Shoe Co. 


BROCKTON (Campello Sta.) MASS. 


New York Office, 299 Broadway, Room 415 


Boston Office, 207 Essex St. 


: 
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KINDER - GARTEN @ 
WELTS AND TURNS, 


An all solid leather line of children’s shoes that is bound to 
increase your sales in this department. 

Moderate prices are the basis for big volume. Exceptional 
values make the KINDER-GARTEN one of the easiest a 


lines of juvenile footwear. 
N EW Send for prices and the 
KINDER-GARTEN Book. 
No. 3256—Sizes 5-8; 8}4-12; 124-2. 


BOOK S mith - Wal l GCE _ Kinder-Garten Welt 


Send for the , : 
- Black overweight kid 
Kinder-Garten SHOE COMPANY Extra quality hemlock first sole 
Catalog Showing Canine Se Chrome tanned elk outsole 
50 Styles. ADAMS & MARKET STREETS One piece leather insole - 
CHICAGO One piece grain counter. Send For Prices. 


SMOOTH INSIDE 
£TRONG OUTSIDE 
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section of the country as here East. 
We have a very productive country, 
raising fruit, vegetables and grain. It is 
also a big dairy country. I take the 
“‘Recorder”’ to keep me posted on style 
and prices.” 


TO SELL CUT SOLES 
Lieutenant-Colonel Benjamin S. 
Shedd With Hub Cut Sole Company 

Lieutenant-Colonel Benjamin  S. 
Shedd of the 55th U. S. Coast Artillery, 
who recently returned from service in 
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France, has made a business connection 
with the Hub Cut Sole Company of 
Boston and Cambridge and will cover 
the North Shore trade. 

Colonel Shedd is well acquainted in 
the leather field and was formerly of 
the Shedd Leather Company of Boston, 
which was started by his uncle, William 
E. Shedd. 

The colonel was a welcome guest of 
the Boston Shoe Trades’ Club in the 
Spring and related his experiences 
abroad. 


| Bro ckton 


ENTERING UNION FIELD 


Application of Six Brockton Firms 
for Stamp and Arbitration 
Contracts 

The application of six Brockton firms 
for the union stamp and arbitration 
contract of the Boot and Shoe Workers’ 
Union were approved at the meeting 
of the Joint Shoe Council, the central 
body of shoe workers’ unions. Con- 
tracts will be issued from the general 
office in Boston by General-President 
Collis Lovely. The firms which will 
come under the arbitration agreement 
are: 

Charles E. Lynch Shoe Company, oc- 
cupying what was the old Herrod fac- 
tory; Liberty Shoe Company, 67 Ward 
Street; Givren-Blunt Shoe Company, 
102 Lincoln Street; Eliott Shoe Com- 
pany, 263 North Main Street; The 
Puritan Shoe Company; and the Prog- 
ress Shoe Company. 


LARGE POWER PLANT 


The Brockton-Rand Company 
Strong Believer in Publicity 

The Brockton-Rand Company will 
construct a large power plant at its 
factory, North Montello Street. Con- 
struction is to be of brick and will be 
fireproof throughout. The location is 
the site of the present power-house. 
Coal will be conveyed from the pocket to 
the power-house by the modern con- 
veyor system, which automatically 
handles the coal. It is estimated that 
this addition will cost from $25,000 to 
$30,000. ‘The Brockton-Rand Company 
is a strong believer in publicity. Origi- 
nality is marked in their advertising 
work. One of the most striking features 
of their advertising is an enormous sign 
surmounting their factory and illumin- 
ated at night. Publicity to the Brock- 


ton-Rand Company spells progress, as 
is evident in the rapid strides which this 
company has made in linking up their 
organization with consumers 
markets of the world. 


in all 


MEMORIAL FIELD 


Presented to City by Geo. E. Keith 
of Geo. E. Keith Company 


As a memorial to his son, Eldon B. 
Keith, who died in London while on a 
Government mission, George E. Keith, 
shoe manufacturer of Brockton, will 
give to the city an athletic field, located 
on West Elm Street. E. B. Keith was 
for 15 years president of the School 
Board. As chairman on the Committee 
of Athletics, he took a deep interest 
in athletic teams. It was he that ad- 
vised the purchase of the lot by the city 
that his father now gives to the city. 
Although the cost of the purchase and 
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gift is not announced, it is estimated 
that it will total close to $50,000. 


MORE FACTORY SPACE 


J. Ralph Baker Company to Increase 
Its Output 


J. Ralph Baker Company, makers of 
the “Standardized Baker’s Shoe,” have 
made steady growth in their business 
since starting at Bridgewater, Mass., a 
few months ago. So rapidly has the 
demand increased that the concern has 
now arranged to take the entire four 
floors of the building which they occupy. 

When this addition is completed, new 
floors laid and new machinery equip- 
ment installed, the J. Ralph Baker Com- 
pany will have a daily capacity of 1,200 
pairs of men’s shoes. One floor will be 
practically devoted to the in-stock 
department, where four styles, the entire 
number which this concern produces, 
will be carried in stock, beginning early 
in August for immediate delivery. 

J. Ralph Baker, head of this concern, 
says: “We are standing pat on the 
slogan of “100 per cent leather in the 
Standardized Baker Shoe. This quality 
will be maintained in every respect. We 
shall deliver all goods from the in-stock 
department as soon as the new arrange- _ 
ments are fully completed, when we will 
be in first-class shape to handle our 
rapidly growing business.” 


Sam Francisco 


BUSINESS WOMAN DIES 


Mrs. Daisy E. Ahern, “‘Mother of the 
California Retail Shoe Dealers’ 
Association’”’ 


A place in the boot and shoe industry 
on the Pacific Coast which will be ex- 
ceedingly difficult to fill is that caused 
by the sudden death of Mrs. Daisy E. 
Ahern, editor of the Coast Shoe Re- 
porter, who passed away at St. Mary’s 
Hospital in this city, recently, following 
a major operation. 

Since the death of her husband, Wil- 
liam J. Ahern, several years ago, Mrs. 
Ahern had controlled the publication 
of the local journal which was estab- 
lished in 1904 by Mr. Ahern. 

To Mrs. Ahern, through her untiring 
efforts in behalf of the movement, is 
given the credit for the successful organ- 
ization of the California Retail Shoe 
Dealers’ Association. ‘The Mother of 
the Association’? was the name affec- 
tionately given her by the members of 
the industry: The existence of the San 
Francisco association may also be traced 
to the interest displayed by her in the 
organization of such a beneficial body. 





She was always a leading spirit behind 
any movement for the betterment of 
trade conditions in the Western section 
of the country and was a firm believer 
in co-operation as a sure path to success. 


Her capable work at the first conven- 
tion of the state body, recently held in 
San Jose, Cal., was greatly appreciated 
by all concerned, who voiced their 
appreciation of her efforts by the pres- 
entation at the meeting of the organiza- 
tion during June 10 and 11 of a hand- 
some jeweled wrist watch. 


Frank Ahern to Continue Business 


Mrs. Ahern was highly esteemed by 
all who knew her, both as a brilliant 
business woman and a charming home- 
maker. It is understood that her son, 
Frank Ahern, will continue the business 
left by his mother. 

The funeral services, which were held 
at St. Mary’s Cathedral on July 15, were 


attended by many members of the 


trade, and floral pieces were sent by the 
California Retail Shoe Dealers’ Asso- 
ciation, the local organization and the 
association of Oakland merchants. 
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Model 0163. Dark Russia 


Vamp. 


Light colored 


top. Corded tip. On the 
“Best Bet” last. 


(HALL COMPANY 


KTOWN,— MASS. 
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DIRECTORY 


OF 


Wholesale Shoe Dealers, 
Wholesale Findings, 


Department 
Stores 


Part I—Shoe Wholesalers 
A list of shoe Jobbers with names and addresses of 
firms handling general lines, specialty lines, job lots, 
commission thanufacturing agents, etc. 


Part II— Wholesale Findings 


A list of wholesale dealers in Shoe Findings, Shoe Store 
Supplies and Leather. 


Part III— Department Stores 
A list of Department Stores selling shoes, including 
the Large General Stores. 
Gives names and addresses of firms and names of Shoe 
Buyers in nearly all cases. 
Three parts bound in flexible red leather to fit vest 
pocket. About 200 pages. Price $2.00 postpaid. 


American Shoemaking Publishing Co. 


683 Atlantic Avenue, Boston, Mass. 























Trade-marks in Foreign 
Countries 


Do you Realize the Importance of Protecting 
your Foreign Trade in Cuba, Mexico, the South 
American Countries and also in Europe, Asia, 
and Africa? : 


Certain Foreign Countries award exclusive 
trade-mark rights in a trade name or mark to the 
first applicant, irrespective of prior use by 
another. This allows the piracy of valuable 
trade-marks in such countries. 


The Boot and Shoe Recorder maintains a 
Patent and Trade-mark Department fully 
equipped to promptly handle your applications 
for Registration of Trade-marks in all Foreign 
Countries, as well as in the United States. 


Address all Inquiries to Boot and Shoe Recorder 
Patent and Trade-mark Department, 207 South 
St., Boston, Mass. 





PT 
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FASHION BOOT SHOP 


Opened at Watsonville, Cal., With 
Homer L. Wolfe as Manager 


The Fashion Boot Shop, a new mod- 
ern shoe store, has been opened at 412 
Main Street, Watsonville, California, 
in the former location of the Keig Shoe 
Company, by G. A. Wahlgren, who con- 
ducted a modern shoe shop in San 
Diego until two months ago, having 
then to look for a better field for a retail 
store, hence to Watsonville. 

This store has been thoroughly 
remodelled and enameled in two shades 
of ivory, making a very attractive ap- 
pearance; a glass partition divides the 
store from a modern repair shop which 
is equipped with Goodyear machinery 
of the latest type. 

Homer L. Wolfe, for the past four 
years manager for Holman’s Depart- 
ment Store, Pacific Grove, California, is 
connected to this store in the same 
capacity. 

Mr. Wolfe has had a wide experience 
in the retail shoe business, covering a 
period of eighteen years with some of 
the best shoe houses on the Coast and 
the Middle West. He is a high-grade 
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man and will be a valuable asset to the 
new store. 

Russell B. Wolfe, a brother, is in 
charge of the Repair Department. He 
has had years of experience in the retail 
shoe business and is a first-class repair 


man. 


SAN FRANCISCO NOTES 
Annual Sales Conference 


The annual sales conference of Cahn, 
Nickelsberg & Co. was held on July 5 
and 6. Dave Aronson, the buyer for 
the firm, left for the Eastern markets 
immediately after the meeting. This 
company is among the first of the local 
wholesale houses to give their employes 
an eight-hour day. 


A Late Arrival 


Among the late arrivals in early Fall 
models at the Walk-Over Boot Shop are 
the “Lady Gibson,”’ an ooze one-eyelet 
pump in black, brown and taupe and the 
“Aristocrat,” a pump of the Colonial 
type with satin quarters and velvet 
vamps in midnight blue, taupe, brown 
and black. Both these models are big 
sellers at present. 


Kansas City 


BUSINESS STEADILY 
INCREASING 


A Heavy Demand for Men’s White 
Canvas Shoes 


The retail boot and shoe business in 
this city has shown a steady increase 
despite the lateness of the season and the 
increasing temperatures. There has 
been practically no so-called reducing 
stock sales. This practically seems a 
thing of the past here in the retail shoe 
trade, with the majority of the stores 
and shops handling only high quality 
wares. The exceedingly heavy demand, 
perhaps, has been the greatest factor in 
bringing about this situation. Prices 
have shown little change and the de- 
mand averages close to the $10 mark in 
both women’s and men’s shoes. ; 

There has been an exceedingly heavy 
demand for white shoes, -in most all 
qualities and grades. The demand for 
white canvas, especially in men’s shoes, 
is much heavier than in former Summer 
seasons and stocks seem low here. A 
heavy trade in women’s white kid 
pumps has been had here and nearly 
every retail merchant of consequence 
reports a shortage in this stock. Tans 
and blacks have been selling exceedingly 
well, tans showing a decided increase. 


AN ATTRACTIVE STORE 


The J. E. Biles Shoe Company 
Good Advertisers 


The J. E. Biles Shoe Company reports 
an exceedingly good business during the 
past month. The company recently en- 
larged its store to twice its original space, 
when the Stacy-Adams Company line of 
shoes was added to the Biles bench- 
made shoes. The company has one of 
the most attractive establishments in 
the city and has been widely advertising 
the Staey-Adams Company’s line. 


GRAHAM BOOT SHOP 


Formerly the Vogue Boot Shop at 
1104 Walnut Street 

The Vogue Boot Shop at 1104 Walnut 
Street recently changed the name of the 
establishment to the Graham Boot 
Shop. The change was due to the re- 
organization of the company through 
the purchase by Albert H. Graham of 
the controlling interest of the stock of 
the estate of the late Clarence M. Rad- 
ford, who was secretary and treasurer of 
the Vogue Boot Shop and president of 
the Radford-Powell Shoe Company. 
When the new company was organized 
the following officers were announced: 
Albert H. Graham, president; V. M. 
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Graham, vice-president; and Albert L. 
Graham, secretary and treasurer. The 
company reports that business has been 
decidedly good during the past month 
and that the reorganization sale which 
the company: conducted for several 
weeks proved unusually successful. The 
demand, according to Albert H. Gra- 
ham, ‘has been exceptionally heavy for 
white kid pumps. 


AT WOOLF BROS. 


Demand Heavy for Tans and White 
Canvas Shoes 


F. L. “Spike” Arnold, manager of the 
shoe department of the Woolf Brothers 
Furnishing Goods Company, declares 
that the business has been exceedingly 
good during the past two weeks. Mr. 
Arnold said, “‘the demand has been 
extremely heavy for tans, while white 
canvas oxfords have shown a remark- 
able increase this season.” 


J. J. SCHROEDER REPORTS 


Trade Very Heavy in Tans, Cordo- 
vans and Cuban Browns 


J. J. Schroeder, manager of the 
French, Shriner & Urner Company, 
reports that the business has been ex- 
ceedingly good during the past month. 
“The trade has been very heavy in tans, 
cordovans and Cuban browns,’”’ Mr. 
Schroeder states, “with a notable in- 
crease in the demand for white canvas 
oxfords. It has been almost impossible 
to place a stock of sufficient quantity 
to supply the unusual demand for white 
shoes. 


AT CARLAT BOOTERIES 
Business at the Louvre Best for 
Some Time 

Business at the Carlat Booteries has 
been exceedingly brisk, according to 
Manager H. H. Cooper. The Carlat 
Booteries, being an exclusive women’s 
shop, is one of the first class establish- 
ments in the shopping district. Mr. 
Cooper makes a much better-than- 
ordinary appeal to the public by his 
forceful advertising. 

Fred E. Carlat recently stated that 
the business at the Louvre had been one 
of the best Spring and Summer seasons 
that the company has had for some time. 
Trade seemingly has increased. Whether 
this is due to the signing of the peace 


> terms, or to the increased wages that 


the war brought to almost every indus- 
try, it is hard to say; both most likely 
played an important part, but the shoe 
merchants have felt this increase regard- 
less of the fact that there has been no 
reduction in shoe prices. The demand 
according to Mr. Carlat has averaged 
about the $10 mark, although at times 
going still higher. 
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A BIG HIT 


E. W. Olds Sells ‘“‘The Kinder- 
Garten”’ Line of Shoes 


E. W. Olds has been connected with 
the Smith-Wallace Shoe Company for 
the past eleven years, except one year 





E. W. OLDS 
With Smith-Wallace Shoe Co. 


when he served in the U.S. Army. Mr. 
Olds was mustered out of the service 
early last Spring and immediately re- 
sumed his duties as salesman for the 
“*Kinder-Garten”’ line of shoes. 

Mr. Olds writes as follows: “The 
Kinder-Garten line of shoes for children 
is a big winner and next season will 
show the unusual merit of the Kinder- 
Gartens by a tremendous gain in sales. 
They are making a big hit all over my 
territory, which covers portions of 
Minnesota, Wisconsin, Iowa and Illinois 
and a rich section of the Mississippi 
River Valley. Business in general is 
very good.” 


A CHANGE OF LINES 


C. W. Emerich with Wise, Shaw & 
Feder Co. 

C. W. Emerich, who for the past 

season represented the Julian & Ko- 





Travelin: 










kenge Co. in this territory, recently an- 
nounced that he had resigned his posi- 
tion with that company and has taken 
the representation of the Wise, Shaw 
& Feder Shoe Company of Cincinnati, 
Ohio, in Kansas, Oklahoma and Ar- 
kansas. Mr. Emerich will continue to 
make Kansas City his headquarters, 
with offices in the Massachusetts 
Building. 


INTRODUCING E. SHICKEDANTZ 


E. Shickedantz travels East-Central 
Wisconsin for the Smith-Wallace Shoe 
Company. 

Mr. Shickedantz’ efforts are made 
more intensive by the use of an auto- 
mobile, from which his genial counte- 
nance may be seen daily for seven 
months out of every twelve, which is 
the period that he takes to visit his 
many friends among the retail, shoe 
merchants throughout this section of 
the country. 

He reports that conditions are good 
at present in the shoe business, and 
having been on the road for the past 
twenty years, Mr. Shickedantz is cer- 
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e Salesmen 


Activities of our Trade Ambassadors 
On and Off the Road 
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TRAVELERS MEET 


Officers Elected for Ensuing Year 
by Pacific Coast Travelers 

A meeting of the Pacific Coast Shoe 
Travelers was held on June 25 and the 
following officers elected for the ensuing 
year: H. M. Edwards, president; Gene 
Murphy, first vice-president; Saul 
Berner, second vice-president; R. R. 
Pew, third vice-president; J. B. Kruger, 
secretary-treasurer. The board of 
governors consisted of J. H. Arm- 
strong, J. Daly, E. J. Sibbald; hold- 
overs: S. Schweitzer, G. Murray and 
W. J. Codman. A committee was ap- 
pointed to interview all local manufac- 
turers and jobbers on the subject of 
having their salesmen join the organiza- 
tion. It was also decided to consider all 
salesmen representing merchandise al- 
lied with the shoe industry eligible to 
membership. In the future an individ- 
ual tax of $2.50 will be paid to the Na- 
tional body and a resolution was sent 
to the main association asking that the 
national convention date be changed 
from January to August for the con- 
venience of the travelers. The follow. 





E. Shickedantz En Route for Orders 


tainly a judge of the trend of the shoe 
trade. Smith-Wallace Shoe Company 
has had Mr. Shickedantz’ best efforts 
for the past four years. 


ing men were added to the membership 
list: J. E. Cate, W. L. Goodwillie, J. A. 
Scales, F. F. Haines, L. Levin, Walt L. 
Philp, Larrie H. Sass, A. V. B. Shotwell, 
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Our Misses’ and Children’s 
PLAY OXFORDS AND SANDALS 


WILL BE CONTINUED 


IN-STOCK 
SUMMER and FALL 


No. 53. Oxford, sizes 6-8, $2.35; 814-11, $2.75; 1114-2, $3.25. 


No. 56. Sandal, sizes 6-8, $2.10; 814-11, $2.35; 1114-2, $2.75 
SEE CATALOG No. 15 


L. B. EVANS’ SON CO., Boston Office, 110 Summer St. WAKEFIELD, MASS. 





No. 53 WELT 
BROWN ELK BLUCHER OXFORD 


SOLVE YOUR WINDOW WORRIES 


Your windows reflect the character of your merchandise. Always strive to improve them. Don’t 
waste valuable time stuffing your shoe tops with paper, etc., which distorts their appearance when 
at a small cost you can make your display shoes look trim and graceful. 

‘‘Ajusto’’ Boot Leg Forms are quickly and easily adjusted. The slide does the work, it expands 
the form, gives the shoe a smooth, graceful appearance and holds it in a perfect position. Try 
this simple inexpensive way. The cost is small but results are great. Order enough for your 














Model No. 2 for A & B Widths 
Model No. 3 for C & D Widths 


windows today. 


Also form up your Spats with ‘‘Ajustos.”’ 
Price $3.00 the dozen, f.o.b., Pittsburg 
If your jobber cannot supply you, order direct 


U. S. SPECIALTY MFG. CO. 


DEPT. A, PITTSBURG, KANSAS 
(And Remember It’s Kansas) 





J. Silverstein, Phil Simon, R. D. Laid- 
law, J. C. Tilden, A. M. Wagstaff, W. S. 
Boom, F. M. Vansworth and J. Daly, Jr. 


AT BLUE MOUND 


C. H. Chamberlain Looking Out 
After Oil Interests 


C. H. Chamberlain, representative 
of the Churchill & Alden Co. of Brock- 
ton, Mass., who has his headquarters at 
Kansas City, is spending the most of his 
Summer vacation at Blue Mound, Kas. 
Mr. Chamberlain and several other 
traveling shoe salesmen have organized 
an oil company and Mr. Chamberlain is 
superintending the drilling of a well near 
Blue Mound, Kas. 


Death of Frank E. Gardner 


Frank E. Gardner, traveling salesman 
for the Emerson Shoe Company of 
Rockland, formerly a Brockton man, 
recently died at his home, 43 Edgemere 
Road. Mr. Gardner was for many years 
associated with W. L. Douglas Shoe 
Company and for the past six years has 
been covering New York and New Eng- 
land territory for the Emerson Shoe 
Company. 


NEW RECORD FOR LEATHER 
(Concluded from page 96) 


risk. There is no such thing as fixed 
prices. Between the demands of labor 
and the daily advances in leather and 
hide values, it is open to question that 
shoe buyers will be able to place their 
next season’s orders in the same manner 
as heretofore. Shoe manufacturers can- 
not contract ahead for leather and there 
is absolutely no certainty as to what 
the market will be when it comes time 
to put the shoe orders through the 
factory. 

Practically all grades of calf leather 
are well above $1.00 per foot; finished 
side leather, which a year age was 
quoted at 35c to 45c is selling today at 
75c to 95c per foot. 

The leading tanners of side leather 
are not inclined to take further orders 
ahead in today’s market. 

Elk and heavy leathers are selling 
readily from 60c to 70c. Buck finishes 
are selling well and quoted all the way 
from 75c to $1.00 per foot. 

There is fairly good demand for 
patent leather, and patent sides are 
bringing from $1.00 to $1.15 per foot. 





“FISHER” 
Trade Mark 
— a 8. 
HEEL, en aod 
SUPPORT 
Without é ig th to 
Prevents the Counters of My edgar and 


Shoes from Running Over. Easily A; 
ied. No Gapaie Pepastucent p be ; 
without them. , 








The New Improved 
“E. W.” 
SHOE STRETCHER 














WE PAY MORE 


for your shoe stock because we can retail them 
is cue Siiionns, stents 06 Satter, pelons. Also 

~~ quaprmmaceameel 
witse Seton ann terminated. 


SMITH SHOERIES 
Main Office Johnstown, Pa. 
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page per issue: 





Space 1 time 7 times 13 times 
linch.....$4.00 $3.00 $2.75 
2 inch... 8.00 6.00 5.25 
3 inch..... 12.00 9.00 7.75 
4inch..... 15.00 12.00 10.00 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


“Recorder” rates for space less than one-eighth 





gy Smeg WANTED—Three cents per word for each insertion. 

Minimum amount accepted, sixt . For other “Want” ad- 

vertisements, five cents per w each i inimum 

26 times 52 times amount accepted One Dollar. Ads under this bends will be received 

p to five o ‘uw y lesire answers to 

u ‘fi 7 & Tuesday P.M. When advertisers desi 

. w come in care of this office, twelve words must <-> allowed in each adver- 

4.75 4.00 tisement for address. When advertisers desire replies forwarded direct 

00 6.00 to their address, each word of the address must be counted in the 

7. . advertisement and paid for accordingly. Answers to ads must be sent 
9.00 8.00 under letter postage. : 





Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 








SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





ALESMAN WANTED—Two or three good live 
salesmen for Boston and New England territory. 
Exclusive line of infants’ and children’s shoes, 
carried on the floor. Good proposition to right man. 
Must have good connection and be arog 
conversant with the territory. Wee Tots 
Mfg. Co., 110 Summer St., Boston, Me Mass. 





ALESMAN WANTED—For the Middle West 
and Atlantic States, also Texas. Only. first class 
men with established busi will 
large stock of infants’, children’s and misses’ » shoes 
carried on the floor for immediate delivery. Good 
proposition for hustlers. Wee Tots Shoe Mfg. Co., 
110 | Summer St., Boston, Mass. 


ANTED— By large Chicago manufacturing 
and wholesale shoe house, experienced shoe 
salesmen with road experience preferred to repre- 
sent us in Nebraska, Eastern Kentucky, Virginia 
and Southern Texas. q H., care Boot and 
Shoe Recorder, 189 West Madison St., Chicago, Ill. 


GAL ZESMAN wanted for various territories to 
carry New York City in stock line, mainly 
women’s fast moving novelties in welts, turns, and 
McKays, also some strong numbers for men, 
boys and girls. Good paying straight commission 

roposition for established men. 174, Bleecker 
Shoe Company, 148 Duane Street, New York. 


WE are looking for a high grade shoe salesman to 
represent us in Cuba and Porto Rico. Only 
men who know the trade need apply. We have an 
established business in these two Islands and will 
contract with the correct man on a salary, expense 
account and commission basis. Position must be 
filled by August 15. McElwain, Morse & Rogers, 
Duane St., New York. 


7ANTED—Experienced salesman for Northern 

Iowa, Minnesota and Wisconsin. Novelty 
shoes, findings and leather. Established territory; 
commission basis. Splendid opportunity for right 
man. Give = particulars in reply. James Clark 
Leather Co., St. Louis, Missouri. 


TANT I live salesman to carry a line 

of men’s, boys’ and little boys’ medium 
»riced Goodyear welts in the following states: 
Trces and Oklahoma, Mississippi and Alabama, 
Iowa, Minnesota, North and South Dakota, Wis- 
consin and Illinois except Cook County. Address 
B416, care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


ALESMAN wanted for Greater New York and 
Southern New York State by manufacturer of 
arch supports and foot appliances. Specialty man 
with experiénce awe nbn Address B414, care 
Boot and Shoe Recorder, 207 South St., 
Mass. 
7ANTED—Salesman calling on retail shoe 
dealers in Southern States to carry line of 
arch supports and appliances as side line. Address 
B413, care Boot catthes Recorder, 207 South St., 
Boston, Mass. " 
































Boston, 





WANTED—Salesmen to carry short line men’s, 
boys’, and little gent’s canvas and leather 
scout welt shoes as a side-line in Maryland, Vir- 
inia, W. Virginia, North and South Carolina, 
gia, Florida, Kentucky, Tennessee, Alabama. 
Missouri, Arkansas, O! oma, Kansas, Nebraska 
and Texas. Address B396, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


io salesmen who have made 

successful sell records in small territories 
to sell Edmonds’ “Foot-Fitter” as side line on 
commission Liberal commissions payable 
on shipment. Many choice territories — 
Edmon Shoe Co., Burleigh and Weil Sts., 
Milwaukee, Wis. 


WANTED— Experienced salesman for Middle 
West, Southern and Western states for line 
of men’s and boys’ dress shoes, also line of scout 
and work yt on commission basis. Do not 

unless furnish ref 








apply ferences. Address 
B389, care Boot ‘nd Shoe Recorder, 207 South St. St. 
Boston, Mass. 


WANTED —Salesmen with established fine re- 
_tail trade to carry as a side line a_short 


ialty line of pe’ end Me ts, and also 
-made leather shoe laces. allot . finest 
ee ity. Apply The Owl S 











GALESMEN— Our increasing capacity will per- 
a = to -— on a few “ae yy in 
ifferen paste Ge e coun en's a ys" 
work an png ny in nee. 
No side lines. Commission basis only. Luedke 
Schaefer Shoe Co., Milwaukee, Wis. 


ANTED—H experienced lesmen 
Ww for line of ~~ ¥~ dress welts. Made i in Mil- 
Carried in stock. On strictly com- 
Write Franklin-Fox Shoe Co., 





waukee. 
mission basis. 
Milwaukee, Wis. 





Shoe Salesman 


A few choice territories open in South and West 
for a real sales producer to carry short line of 
play shoes. Good stock proposition. Can be 
carried as side line. Liberal commission basis- 
Give full references in first letter. Confidential. 
Address K192, care Boot and Shoe Recorder, 
127 Duane St., New York. 














HELP WANTED 





ANTED—Experienced salesman controlling 

trade in Philadélphia and vicinity for first 
elass line Feusasbeasin made misses’, children’s 
and growing girls’ welts. Also one for Greater 
New York and New Jersey. Address K186, care 
Boot and Shoe Recorder, 127 Duane St., New 
York City. 


EXPE SRIENCED ‘SALESMEN WANTED—To 
carry up to date line men’s fine shoes. Styles 
and prices right. Territory open: Texas, Far 
West, Northwest, Southern Ohio, West Virginia, 
New York City, New Jersey, Delaware, Maryland. 
Address B411, care Boot and Shoe Recorder,, 207 
South St., Boston, Mass. 

7 ANTED—Experienced shoe salesman for New 

York C ity to carry a line of men’s and women’s 
fine shoes. Commission against drawing account. 
Address K194, care Boot and Shoe Recorder, 127 
Duane St., New York. 








GALESMEN to carry small line of white stone 
“’ shoe buckles on commission as a side line. 
os H. Patten Co., 47 Clifford St., Providence, 





SALESMAN 


WE WANT A HIGH-CLASS SALESMAN 
WITH AN ie eee TRADE TO 


NESS E FULLY. 
COMMISSION BASIS, ev A LIBERAL 
DRAWING ACCOUNT. ADDRESS K196, 
CARE BOOT AND SHOE _— 
127 DUANE ST., NEW YO 

















———————_——_ 


POSITION WANTED 


ISHES A CHANGE—Retail salesman now 

employed. Successful for twenty years with 

one of the largest shoe stores in the South. Don’t 

answer unless you can appreciate a real shoe man. 

Address X409, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


A FIRST-CLASS experienced shoe = with 
twelve years’ experience of selling fine shoes 
in the best stores of the South wishes to connect 

imself with a manufacturer making a } a line of 
ladies’ McKays or a fine line of men’s welt shoes; 
ae territory perferred. Reference excha 

est. Answer B397, one] — and Shoe 

Re ler, 207 South St., Boston, M 


HOE SALESMAN desires to connect with 
wholesale or manufacturing concern to travel. 
Twelve years’ retail experience. Address B403, 
a and Shoe Recorder, 207 South St., Boston, 
ass. 

















HELP WANTED 








Wanted for the greatest line of play shoes on 
the market, a representative in the following 
territory: Louisiana, Mississippi, Arkansas, 
Kentucky and New England. Commission 
basis. Also stock proposition. Send full 
references in first letter. Address B417, care 
Boot and Shoe Recorder, 127 Duane St., New 
York, N. Y. 











to high grade shoes. 


salary in proportion. 





WANTED—SALESMANAGER 


of proved ability by Eastern manufacturer of men’s medium 


Must be able to direct merchandising campaign and handle 
salesmen. The position is one of large responsibility with a 


Apply, giving full particulars as to experience, age and salary 
expected. All applications held in confidence. Address B384, 
care Boot and Shoe Recorder, 207 South St., Boston, Mass. 
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WANTED TO PURCHASE 


121 
MISCELLANEOUS 





XPERIENCED salesman with established 

trade wants a good line of shoes to cover State 
of New Jersey. Coa furnish best of references. 
Has own aut bile for busi purposes. - 
dress K198, care Boot and Shoe Recorder, 127 
Duane St., New York. 


HOE salesman of experience and wide acquaint- 
ance with Pacific Coast dealers and buyers 
wants a good line of shoes as a side line, on com- 
mission. Best references. Address X408, care 
— and Shoe Recorder, 207 South St., Boston, 
ass. 


Two real live wires are open for a men’s or 

women’s medium price manufactured line for 

New York, Connecticut, Brooklyn and New Jersey. 

Can positively furnish ‘best results, having eight 
ears’ successful experience. Address K190, care 

oe 4 and Shoe Recorder, 127 Duane St., New 
ork. 


. 
HOE SALESMAN—With established trade in 
New England and New York State wishes a 
factory line of ladies’ and growing girls’ welts or 
McKays. Prefer stock proposition, commission 
basis. Address B410, care Boot and Shoe Recorder, 
207 South St.. Boston, Mass. 


XPERIENCED shoe salesman with two hun- 

dred thousand dollars’ trade annually wants to 
make a change for a real line of men’s and boys’ or 
misses’, children’s and infants’ shoes for Western 
Pennsylvania and West Virginia; can furnish best 
of references. Address B412, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass 


XPERIENCED SALESMAN—Shoes, leather 

and shoe findings, have covered Kansas, Mis- 
souri and Illinois, open for line. Ed. Shreve, 
Cameron, Mo. 

XPERIENCED salesman, established trade in 

department and best retail stores in Greater 
New York, would like line for that territory. Best 
references. Address K188, care Boot and Shoe 
Recorder, 127 Duane St., New York. 





























AGENCY WANTED 








J. B. CANNAN 


Manufacturer’s Agent 


Desires agency of American 
shoe manufacturers making 
high class gent’s, ladies’ and 
children’s, suitable for the Eng- 
lish and Colonial markets. Write, 
stating full particulars, to 20 St. 
Mary’s Mansions, Paddington, 
London, W. 2., England. 














FOR SALE 


TTRUN KS FOR SALE—For quick sale we offer 
raw hide salesmen’s trunks at about one-third 
the present market price. Allin Al condition. Get 
in touch with us quickly if interested. Ashby- 
Crawford Co., Hudson, Mass. Phone 360. 


FoR SALE—Old established boot and shoe store 

in important city in Illinois. About $6,000 
stock. Terms to suit. Address B415, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 


OR SALE—About 300 dozen khaki canvas 
* leggins, front. lace and side lace, properly re- 
inforced, costing from $13.50 to $18.00 per dozen. 
Owner now engaged in other business and will 
make a big sacrifice to any one purchasing these 
leggins. For other information address Arthur F. 
Herden, Ft. Smith, Arkansas. 


FOR SALE—Good location for manufacturing, 
Neshkoro, Wis., C. N. W. Ry., through line to 
Marshfield. 250 inches water, 10 ft. head. No 














expense in maintaining power. Deed drawn 1866. - 


One set woolen mill building on site. W. O. Childs, 
Neshkoro, Wis. 











No matter what policy you may pursue 
in selling to the shoe trade, nevertheless, 
you need the “BOOT AND SHOE 
RECORDER” all the time. 














We Buy for Cash 


@) = Manufacturers’, Jobbers’ and 
Retailers’ Surpius Stocks, Jobs, 
Closeouts. 

S 








ers. Send us particulars of 
what you have for sale. 

Short Term Leases Taken 
We pay Highest Cash Value 


VAN PRAAG & CO. 


Shoe Dept., Martin Posner, Manager 
537 Broadway, New York, N. Y. 
Telephone 2248-2249 Spring 


a | 




















Highest Cash Prices Paid 


for entire shoe stocks. We also buy 
your surplus or slow sellers. Quan- 
tities no object. Retail or wholesale. 
Short term leases taken off your 
hands. 
Wire or Phone us 
Correspondence Confidential 
stablished 1890 


GLAUBERG & CO. 
387 Broadway, New York, N. Y. 
Phone Canal 4119 


We also purchase clothing, 
hats, furnishing goods, etc. 








WANTED FOR EXPORT 
YOUR 
FOR CASH 
NEW YORK EXPORT 


PURCHASING CORPORATION 
515-517 Broadway, New York City, N. Y. 








DO YOU CONTEMPLATE 


Retiring or going out of business? 
I will pay value for your entire or surplus 
stock of Shoes. 

Leases having a short term torun taken 
over. Established 25 years. 


I, OLENICK 


413 Broadway, New York Tel. 9531 Canal 





Every Shoe Store Needs 
a pair of 
“MANCHESTER” 
(Trade Mark Reg. U.S. Pat. Off.) 
CURVED JAW CUTTING 


NIPPERS 


The only nipper 
made which is just the 
right shape to cut out 
tacks on the inside of 
shoes. 


‘“*‘Manchester”’ 
Trade Mark Reg. U.S. 
Pat. Off. 
nippers are made of 


high-grade tool steel, 
nickel plated with a 





md curved jaw that ena- 
Z) bles you to cut the 
= tacks close to the in- 
a sole. 

+ Be sure and specify 
a “MANCHESTER” 






curved jaw when order- 


Price, $4.50 
Frank W. Whitcher Co. 


Patentees and Manufacturers 
Chi Branch 
Boston, Mass. 323-325 W. Lake St. 











Milbradt Rolling 


2410 No. 16th St. 
ST. LOUIS, MO. 











We buy quick and pay highest cash price 
for retail and whol stocks of shoes or 
merchandise. 
= ee 
‘or 30 years our specialty. 
Bank and ile ref 





BROOKLYN PURCHASING SYNDICATE 
WALKER, Proprietor 
610 Broadway, Brooklyn 


Phone, Stagg 1757 








CASH PAID 


for shoe stores or surplus stocks of shoes 
or for other merchandise. taken 
over. We will send a representative to 
investigate and make offer upon request. 


Max Kalter Mercantile Co. 
591 Broadway, New York City 
Phone Spring 4573 














Wanted at Once 


for Department Store 
for Cash 


Manufacturers’, Retailers’, or Sur- 
plus Stocks of 


SHOES 


N tity T Lar Short 
pete ae Coase” 
GLOBE MDSE. CO. 
Indianapolis, Ind. © 
New York Office 
23 Lispenard St., New York City 





Merchandise of All Kinds Purchased 
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Annual Subscription in ~e™ sony $3.50; per copy, 25 cents. 
Member of the Associated Business Papers, Inc. Member of the Root 

Each issue copyrighted by the Boot and Shoe Recorder Publishing Co. 
ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, MASS., U. S. A. 


RECORDER 


“*more”’ bu’ Fn sold for the it to 
nt the fight profit . This is the pth of the retail 
"fe to help solve its for this is the basic 
their production 
Canadian, $5.00. 
Newspaper Ass'n. Member of Audit Bureau of Circulations 
Entered at the Post Office, Boston, Mass., as second ciass matter 


upon 
distribution 


Foreign, $7.50 
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THE DELICATE WINSOMENESS THAT SO COMPLETELY ACCORDS 
WITH A WOMAN'S LOVE FOR BEAUTIFUL APPAREL IS PART 
AND PARCEL OF FOX FOOTERY. . 


TRUTHFULLY IT IS SAID THAT FOX SLIPPERS, PUMPS AND 
OXFORDS ARE CREATED RATHER THAN MANUFACTURED. 
EACH SHAPELY CONTOUR, FROM TOE TO HEEL, IS AN AID TO 
THE FINAL EFFECT OF SHEER STYLE. 


CHICAGO: Great Northern Bidg. 
BOSTON : 54 Lincoln Street 





CHARLES K. FOx, Inc. 
Haverhill, - 


BOOT AND SHOE RECORDER 1 





DESPITE TOWERING LEATHER AND LABOR COSTS, FOX FOOT- 
,ERY MAINTAINS ITS ACCUSTOMED PLACE IN PRICE POPU- 
LARITY. 


FOX FOOTERY IS THE UNMISTAKABLE SELECTION OF THE 
WOMAN WHO KNOWS FOOTWEAR VALUES AND DELIGHTSTIN 
BEING FAULTLESSLY SHOD. MERCHANTS WHO STOCK FOX 
FOOTERY KNOW WHAT GOOD SHOE BUSINESS MEANS. 


NEW YORK: Marbridge Bidg., 
Broadwavand 34th St., 


| 
‘ 
| 








2 BOOT AND SHOE RECORDER 


$22 





HE Monito salesman will explain 
why successful merchants are glad to 
make this number the profitable back- 
bone of their men’s hosiery department. 


Monito 522 is made from pure thread 
silk, medium weight, high spliced heel, 
double sole, extended toe. CoLors: Black, 
white, cordovan, dark tan, Palm Beach, 
pearl gray, green, navy and smoked. 
PACKED 1-2 dozens. 


MOORHEAD KNITTING CO., Inc. 
HARRISBURG, PA. 


Monito sales service radiates from these offices: 
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NEW YORK ATLANTA DETROIT 
200 Fifth Ave. 225 Peach Tree 68 ~epeaeel 
(428 — Ave. Arcade Bldg 
BIRMINGHAM MO. TY, = Perkiomen 
12 Potter Bldg. 5 : ; ve. 
saunas” g 506 Ridge Bldg. NEW. ORLEANS 
31 Bedford St. | DALLAS a. 
ST. LOUIS 421 North Har- CHICAGO 
5, - P wood St. 1000 Republic 
520 Wainwright Bldg. 
Bldg. PITTSBURGH INDIANAPOLIS 


SAN FRANCISCO 
1117 Hearst Bldg. 


Me Onl 


3043 Jenkins Ar- 


cade 





MENS, SOCKS AND 
WOMEN'S STOCKINGS 


319 Occidental 
Bldg 


Pronounced ‘‘Mo- Knit-Toe” 
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When “Near Enough” is 
Not Good Enough 


Thousands of dozens of Standard Kid are being shipped on orders 


taken months ago, at very much lower prices. - 
Regardless of the price at which an order is taken, Standard Kid 
is graded with extra time, extra care and extra skill to raise the 


grading above a level that is “near enough”’ to one that represents 
all that the customer is entitled to in quality and uniformity. 


The price of a grade of Standard Kid is forced up or down by 
market conditions, but the quality remains ever the same. 


That is a good reason why Shoes made of Standard Kid are 


worthy of your careful consideration. 


\ 


We can accept orders for delivery after September of all colors 
except Black. 


COLOR 18—FIELD MOUSE 
COLOR A—HAVANA BROWN 


are in popular demand for Fall. Standard Kid is guaranteed to 
be colored through with pure dyes. It is not coated with a pig- 
ment or paint finish. 


STANDARD KID MFG. CO. 


Manufacturers of Black and Colored Glazed Kid and Patent Kid 


207 SOUTH STREET, BOSTON, MASS., U. S. A. 
NEW YORK OFFICE, 610 TRIBUNE BLDG. 


Factory, Wilmington, Del. 


AGENCIES Geo. A. McGaw 
I. Louis Popper Chicago, Ill. 
Cincinnati, Ohio Pierre Blouin 


F. W. Bailey & Co. Quebec, Canada 
St. Louis, Mo. 


KID 


WARANTEID SEAICTIONS 
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Ubrrect Dodg ec 


For All Occasions 


IN STOCK 


Baby Louis Heels 


The Live Shoe Merchant 
will be sure to have some 





of these on his shelves to A OEE 
os a 14-inch baby Toub 
perform the complete _ ee $0.00 
: , om No. 275—Same in black 
service th at his patrons PHOG. ..0cccsccseceed $5.00 


demand. 


Sizes AA, 4-7; A, 314-7; B, 24%-7; C, 2%-7. 





We are resuming our former policy of accepting 
single pair orders. The charge will be twenty- 


five cents per pair on two-pair lots or less. 











Prices and Deliveries Not Guaranteed 


Nathan D. Dodge Shoe Co. 
Newburyport, Mass. 
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Boston New York Philadelphia Chicago San Francisco +S) 
183 Essex St. 851 Marbridge Bldg. 600 Denckla Bldg. 20 W. Jackson Blvd. 417 Pacific Bldg. vx 
Great Northern Bldg. "ar 
Montgomery, Ala. Kansas City, Mo. Philippine Islands AS 
20 Galena Ave. 537 Ridge Bldg. 304 Roxas Bidg., Manila cS 
"ar 
WS 
All goods sold F. O. B. Newburyport; terms, net 30 days. Single pairs, 25c a pair extra. Vai 
is 
=F 
War 
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‘F. B. & C.” 


Manufacturing Chain 








F. Blumenthal Company 


Wilmington, Delaware 


=e! 


The Largest Manufacturers in the ORLD of Glazed Kid | 


The Largest Consumers in the of High Class Raw Material 


pn *F.: #5 
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Output: ONE MILLION TWO HUNDRED FIFTY 
THOUSAND SKINS MONTHLY. 





QUALITAS PATENT LEATHER CORPORATION 


Wilmington, Delaware 
All classes of Patent Leathers 





-Febeco Leather Corporation | 
Wilmington, Delaware 


All varieties of Side Leathers | 


( Jualitas 
eS ae —— Eater KA Caer 


Leather WZ REGISTERED TRADE MARK 
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DISCOVERED! 


yo cant keep a good thing secret very long, and 
LYONS and HERSHENSON MARY JANE 


Pumps are no exception to the rule. 





It looks to us as if every shoeman who has handled our 
MARY JANES had tipped off some other to the fact 


that we are the value headquarters. 





Anyhow, we have been forced to plan for 


twice our present MARY JANE capacity 











Get your order into your jobber now. If he doesn’t handle our 


MARY JANES, we will tell you the nearest one who does. 





Lyons and Hershenson, Inc. 
Chelsea, Mass. 


Boston Office 207 Essex Street 


Tee eM MIMI Mem Mem eM sel ii sd 
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WEILDA 








REG. U. S. PAT. OFF. 


HIS name and the qua:ity for 
which it stands are inseparable. 


A trade name is as good as—and 
no better than—the merchandise 


behind it. 
Faith in this trade name and the 


actual quality of the product go 
hand in hand. Results are the 


“ultimate word.” 
Our faith is reflected in our results. 


Look for the Name. 


Nubuck was originated and is tanned 
exclusively by 


A. C. Lawrence Leather Co. 
161 SOUTH ST., BOSTON, MASS. 


New York Chicago Rochester St. Louis 
Cincinnati Gloversville 
























































8 


BOOT AND SHOE RECORDER 


Aug. 2, 1919 





——— = 


a a a a a a oo a a a es 





a a 
OOOO COOOoOOOOOOOOOOOOOOOOOOOOOC cece ee ee ee Ce 








; 
os 
: 
LC 
4 
= 
. 
= 
- 
\s 
ts 
= 
= 
- 
= 
. 
ik 
S 
: 
Fy 
rm 
. 
¢ 
. 
s 
r 
; 
S 
| 
- 
J 
. 
= 
5 
S 
ms 
y 
: 
1 
Me 
bs 
| 
3 
. 
- 
i. 
. 
5 
| 
. 
4 
: 
Ys 
i 
: 
Ms 
7 
= 
ts 
. 
. 
= 
fe 
= 
. 
ts 
= 
= 


ee od 


_—————— -— os 
a a a a a ae ae 


a a a a a a a a a a a ae 








PUBLIC SALE OF SURPLUS LEATHER 
U.S. ARMY 


Under direction of Surplus Property Division 
Office of Director Purchase &F Storage 


VALUE OVER $2,000,000 


TO BE HELD AT THE 


ZONE SURPLUS PROPERTY OFFICE 
1819 W. 39th St., Chicago, Ill. 


STARTING 10 A. M., AUGUST 6, 1919, AND CONTINUING DAILY 
THEREAFTER AT 10 A. M. UNTIL STOCK IS SOLD. 
RUSSET STRAP LEATHER BACKS—Grade A and B—4\% to 8 oz. 
RUSSET STRAP LEATHER IN SIDES—Grade A, B and C—5% to 8 oz. 
RUSSET HARNESS LEATHER BACKS—Grade A, B and C. 
RUSSET HARNESS LEATHER IN SIDES—Grade A and B. 
SOFTEN SOLE LEATHER BACKS. 
RAWHIDE CALFSKINS IN WHOLE SKINS. 
RUSSET BAG LEATHER IN SIDES—Grade A and B. 
LATIGO LEATHER IN BACKS AND SIDES. 
OILED LACE LEATHER IN BACKS AND SIDES. 
SHEARLINGS (WOOLSKINS). 


Tannage consists of the leading tanners of United States. 


CONDITIONS OF SALE 


_6. The acceptance of the bids will be determined at the 
time the offer is made and all leather must be removed from 
the Government Warehouse within thirty days. 


1. Bids to be made at an advance of not less than one-half 
of one cent per pound or foot. 

2. The highest bidder to be the purchaser, ard if any dispute 
should arise between the bidders for any lot, it shall be decided 7. The Government carsies no insuzaaee and all leather 
by the Auctioneer. The Government reserves the right to left in the Government Warehouse after purchase will be at 
reject any or all bids. the risk of the purchaser. 


3. Leather will be offered by tannage. No bid will be 8 
received for less than 1,000 pieces (unless quantity is below " 
that amount), which bid will carry an option for the entire 
tannage of iot offered which must be immediately exercised. 


Terms, cash 1. o. b. Warehouse, 1819 W. 39th Street, 
Chicago, IIl. 


9. A deposit of $1,000 (certified check or cash) will be 
required before participating in the bidding, which deposit 











4. Foot leather will be sold according to marked footage 
as accepted by the Government. Pound leather will be deter- 
mined at time of delivery, making an allowance of one pound 
per roll for wrappings, if wrapped in paper. No claim will 
be allowed after removal. 


5. Sale without recourse as to quality, grade or designation. 


will be returned after the sale has closed if no award has been 
made to depositor. 

10. Leather can be seen and inspected ten days prior to 
sale on application to Surplus Property Officer, Zone Supply 
Office, Chicago, III. 


ADDRESS ALL COMMUNICATIONS TO 


ZONE SURPLUS PROPERTY OFFICE 
: 1819 W. 39th St., Chicago, Ill. 
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3W's LENOX—Leaders in Girls’ 
Pony Lace Boots 


Altho the demand for our Brown-Glazed Kid Styles has exceeded our expectations, we still offer 
these numbers, and continue making friends for 3W’s LENOX thru distributing more of these 
shoes. Charming Styles for Girls: Top-grade in shoemaking and appearance without a top- 
grade price. There is no other demand by Mothers and their Daughters for a particular color 
and style equal to that concentrated on Brown-Glazed Kid Pony Boots. 





Here they are, for quick delivery and at a fair price for good profits and ready sales 










Neat Perforations, Fair Stitched McKays, 
Natural Bottom Finish on Good Soles, Fle £i- 
ble, Brown Leather Facings, Good Lasts, 
Made in our Philadelphia Factory. 












No. 7766 
No. 7767 
No. 7768 










No. 8640 


No. PORT vent Woman's Low Heel, 8” Top, 
2% to 8, C, D and E CIEE. See $5.25 
No. 7770—Misses’ English 1113 to 2, D and E. $4.00 
No. indies « mee Toe 1144 to 2, D 
EE EATEN ES RES $4.00 
No. 7766—Misses’ Broad Toe, 111% to 2, D and E.$4.00 
No. ae Low Heel, 8% to 11, D 


3.50 

No. 7768—Infante oF Sigh 5 to8, DandE, $3.00 
No. 7566 —_— ro Edge Heel, Turn Pony3 to 8, 

FE SS TEOMA eae $2.25 






No. 7770 





Terms—2 per cent discount, 40 days—net 60 days. 





Weimer, Wright & Watkin Co. 


nie 


STOCK siihisbimeenaiil 
35 South Second Street - Philadelphia 
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For sixty-five years Rueping 





Upper Leathers have been 


used for fine shoes 


REG. U.S. PAT. OFF 


Colored Calf 


SEMINOLE WINNEBAGO 


Chrome Russia Chrome Boarded 













In shades No. 33 and No. 35—a Light Tan 
and a Dark Tan or Mahogany 


Uniform shades, fine break and mellow 
feel with flanks well worked out, ‘ac- 
count for the popularity of these 
leathers. 


Fred Rueping Leather Company 


Fond du Lac,’ Wisconsin 


[Established 1854] 


—BRANCHES- 
Boston Cincinnati Milwaukee 
New York Chicago St. Louis 
Northampton, Eng. 
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A REAL ONE 


Patent Seamless Turn Pump with 
four inch vamp. Carries Number 64 
Full Louis Celluloid Heel. Made on 


our new 77 last. 


RETAILS. AT $9.00 

















MARSHALL CO. 


HAVERHILL, MASS. 





“ I a ny . MARKS J. B. LAUGHLIN WARREN H. TUCKER LARRIE H. SASS 
) Tesdinene sae Waa yonthere Throughout the Middle West In New England. On the Pacific Coast 


1008 Marbridge Building Office at 183 Essex St., Boston 








Compare theWear on the 
___——__ Leather Sole and 





_ 


ERE is an un-retouched 
photograph of shoes 
having one leather and one 
Firestone sole. The pair was 
worn continuously thir- 
teen hours a night, five nights 
a week, on the cement floor 
of a rolling mill. Walking 
over steel cuttings com- 
pletely wore out the 
leather sole while the 
Firestone Fabric is 
yet good for months 
of service. 





The Firestone Fabric 
sole gives marvelous 
wear and comfort and 
is easy to apply, 
nailed or stitched on. 
It is flexible, non- 
skidding and proof 
against water and 
wear. 


The “Fabric-on-end” 


construction explains 
why— 


‘*The Wear Goes 

Against the Grain’ 
Write for full information on 
this special Firestone method 


with proof in most severe 
actual wear tests known. 


FIRESTONE TIRE @& RUBBER CO. 
FIRESTONE PARK AKRON, OHIO 











the Firestone 

































restone 


Woy wlemute) (-3- 
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Samuel Cohen 


72 Lincoln Street - Boston, Mass. 


invites you to request samples ‘‘out of 
stock” on the following numbers: 


2451—Women’s Chrome Patent 34 Fox, Mat Top, 9” 
Flexible McKay, full Louis covered heel, plain 
toe; A to D, sizes 244 -8. Price........ $5.75 

2452—Same in all Black Kidskin. 


2453—Women’s All Genuine Brown Kid 34 Fox, 9” Polish, 
Flexible McKay, full Louis covered heel, imit. 
tip, A to D, sizes 2144-8. Price......... $6.25 


2145—Women’s Patent Vamp, 34 Foxed, 9” Boot, Field 
Mouse Top, imit. straight tip, leather Louis heel; 
B to D, sizes 3-8. Price................ $4.25 


! 
| 
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N 
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i 
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2144—-Same in 13-8 heel. N 
2151—Women’s Patent Vamp, 34 Foxed, 9” Boot, Black Y 
i 
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Buck Top, imit. straight tip, Louis heel; B to 
rs Sp 9 errr eee $4.50 


2152—Women’s Brown Side 9” Boot, 34 Foxed, imit. 
straight tip, 13-8 heel; C to D, sizes 3-8. 
i a ee ee i ae tae $4.00 


1992—Women’s Gun Metal Mat Top, straight tip, 13-8 
heel, sizes 3-8. Price....:............. $3.35 


Watch our adds for real values in dependable footwear: 
Staples as well as Novelties. Always something new at 
prices far below market value. 


All. of the above numbers are of good ‘“‘makes;’’ new, 
up-to-date lasts. Our prices are always ‘“‘lower.”’ 


“The House That Undersells” 


Case Lots Only 
Terms: Net, 30 Days : 























' 
N 
! 
| 
’ 
! 
| 
! 
| 
N 
| 
| 
! 
| 
N 
| 
N 
! 
N 
! 
| 
| 
' 
| 
! 
| 
! 
N 
| 
’ 
! 
| 
| 
’ 
| 
’ 
J 

















14 BOOT AND SHOE RECORDER Aug. 2, 1919 


“2 = e . ~.. LS rs | 
7 4 XK Ae 
«i 


Wherever there is a White Shoe 


there is a customer for 


> 


The WHITE CLEANER 
“It Keeps White Shoes White.” 


There are two sorts of customers—those that come 
back for more and those that don’t! 


Every “Blanco” sale you make 
means a satisfied customer. 








“Blanco” makes friends because it does its work 
well—because it is so easy to use—because it 1s so 
convenient—in fact, because it is in every way 
satisfactory. 

It is worth while stocking a line that sells itself, sells quickly, 


and keeps on selling. 


Order your stock to-day. 
All jobbers have it. 


Sole Manufacturers: 


JOSEPH PICKERING & SONS, LTO. 


} SHEFFIELD, England. 
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| ig is a peculiar fact that every now 


and then some sheep stray from 
the fold. | 


This week we received letters from 
three lost sheep who have decided 


to return to— 





“Onyx” 


Reg V5.Pat. orice 


After shopping around they have 
found out by costly experience that 
“ONYX” is the Only Brand that 
can give them service and satisfy 
their customers. 





Emery & Beers Compuny Ine. 


Sole Owners of “Onyx’’ Hosiery 


BROADWAY AT 24th STREET 
NEW YORK 


Boston Office: Philadelphia Office: Chicago Office: 
81 Bedford Street 1033 Chestnut Street The Lytton Building 


5) 
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Odd, Isn't It 


—that some people think of advertising as a means of benefiting only the seller, when 
its basic function must be to render a necessary service to the buyer, else it could not 
exist. Merchandise lives or dies as it does or does not meet a human need. Advertising 
is subject to the same law of service. The real measure of its value is what it gives, not 
what it gets. 

In the light of these truths, the marvellous growth of advertising in itself is an 
impressive demonstration of its essential character in our economic system. 

But you are not interested in all advertising any more than you are in all mer- 
chandise. That is one big reason why you have a highly specialized Business Paper 


elit 


eee LTT eH erin 


eet Tey 


LIST OF MEMBERS 


Each has subscribed to and is main- 
taining the highest standards of practice 
in their editorial and advertising service. 


Advertising and Selling 
American Architect 

American Blacksmith 

American Exporter 

American Funeral Director 
American Hatter 

American Machinist 

American Paint Journal 
American Paint and Oil Dealer 
American Printer 

American School Board Journal 
Architectural Record 

Automobile Dealer and Repairer 
Automobile Journal 
Automotive Industries 


Bakers Weekly 

BOOT AND SHOE RECORDER 
Brick and Clay Record 

Buildings and Building Management 
Bulletin of Pharmacy 


Canadian Grocer 

Canadian Railway and Marine World 
Candy and Ice Cream 

Chemical & Metallurgical Engineering 
Clothier and Furnisher 

Coal Age 

Coal Trade Journal 

Concrete 

Cotton 


Daily Iron Trade & Metal Market 
Report 

Domestic Engineering 

Dry Goods Economist 

Drygoodsman 

Dry Goods Reporter 


Electric Railway Journal 
Electrical Merchandising 
Electrical Record 

Electrical Review 

Electrical World 

Embalmer’s Monthly 
Engineering World 

Engineering and Mining Journal 
Engineering News Record 


Factory 

Farm Machinery—Farm Power 
Foundry (The) 

Furniture Journal 

Furniture Manufacturer and Artisan 
Furniture Merchants’ Trade Journal 


Gas Age 
Gas Record 
Grand Rapids Furniture Record 


Haberdasher 
Hardware Age 


le) 


in your field such as the one 
carrying this advertisement. It 
was born of your needs, not of 
any man’s desire to be a pub- 
lisher. 


How It Works for You 


What it does for you and your 
field editorially is self evident, but 
its aditorial service is just as vital. 
Instead of a buyer having to de- 
pend upon gossip, hearsay and drib- 
lets of information from this or that 
source, he gets it all between two 
covers. 


Timely, authoritative, comprehen- 
sive statements about needed 
materials pass in review as the ad- 
vertising pages are turned. Confi- 
dent judgments can be formed, and 
intelligent decisions made. 


Yet advertising is NOT an added 
expense, but an improved distribu- 
tive process, which takes the place 
of slower, more costly and less 
efficient methods. 


That is why it pays to read adver- 
tising even more than it pays to 
advertise. Especially if you read it 
in papers which have met the exact- 
ing requirements of membership in 
The Associated Business Papers, 
Inc., for one of its standards of 
practice requires that a paper must 
decline any adverlisement which has 
a tendency to mislead or which does 
not conform to business integrity. 


You are invited to consult us freely 
about Business Papers or Busi- 


pee eter 


LIST OF MEMBERS 
(Continued) 


Heating and Ventilating Magazine 
Hide and Leather 
Hotel Monthly 


ee Milliner 
Industria and Tractor Age 
ustrial Arts Magazine 
id Printer 
ey hn 
Iron Trade Review 


Lumber 
Lumber Trade Journal 
Lumber World Review 


Manufacturers’ Record 

Manufacturing Jeweler 

Marine Engineering 

Marine Review 

Metal Worker, Plumber and 

Steam Fitter 

Mining and Scientific Press 

ana _— Review 

Mill S mages 

Modern Hospital 

Motor Age 

| aie and Bicycle Illustrated 

Motor Truck 

Motor World 


National Builder 

National Druggist 

National Petroleum News 
Nautical Gazette 

Northwestern Drugg 

Nugent's, The ae nel Weekly 


Power 

Power Boatin, 

—— Plant 
Price Current 


ngineering 
rain Reporter 


Railway Age 

Railway Electrical mong ed 
Railway M 
Railway Mechanical Engineer 
Railway Signal Engineer 
Retail Lumberman 

Rubber Age 


Shoe Findings 

Shoe and Leather Reporter 
Shoe Retailer 

Southern Engineer 





Southern Hardware and Implement 


Journ 
Sporting Goods Dealer 
Starchroom Laundry Journal 
Tea and Coffee Trade Journal 
Textile World Journal 
Timberman 
Transfer and Storage 
Twin City Gascon Bulletin 


Woodworker 


ee eel elie 
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ness Paper advertising 
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THE ASSOCIATED BUSINESS PAPERS, Inc. 


JESSE H. NEAL, Executive SECRETARY 


220 West 42nd Street NEW YORK CITY 


HEADQUARTERS: 
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by Castle Havana Brown lashion Plate 


a ond Castle Leather Company Havana Brown Kid, 
One Eyelet, Colonial Tie. Narrow Pointed Toe, 
Turned Sole, 2-Inch Louis Heel. 


Made and Exhibited by 


BLISS & PERRY CO., 


NEWBURYPORT, MASS. 


Judge It by Its Users” 
New Castle Leather Company 


NEW YORK 


Boston Montreal,Can. Chicago 
and the Principal Leather and Shoe Centres Lverywhere 
Factory, Wilmington,Del. 
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HOMPSON BROS. 


MEN'S FINE SHOEMAKERS 
BROCKTON 


BOSTON 
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Note how the pase, (Begren. co 
ing foot correspond anes Oj 
the hand. Both are 
the bones and pubeattehitor i 
Naturenever intended ei 
be twisted or tortured out of shape. 


Children’s feet are naturally graceful. Keep them so—with correctly 
shaped ‘shoes, that conform to Nature’s lines of grace and beauty. 


The pliable bones and tender muscles of the growing feet are easily 
forced out of place by wrongly shaped shoes—which cause corns, bunions, 
twisted bones, broken arches and weak ankles 


Buster Brown Shoes are correctly shaped for every size and age—for 
they are made upon Brown Shaping Lasts—the lasts that provide for the 
development of the growing feet at every point and from size to size, in 


Each Brown Shaping L Last Nature’s own way. 
pad pport ‘for mod — = ond — Buster Brown Shoes bring the feet to maturity free from annoying foot 
cle of the foot, while permitting troubles—strong and shapely—graceful and flexible—fit for life’s work. 


= correct 7 doe Because they fit properly, and are so well made from, durable leathers, 


ment. : Buster Brown Shoes outwear ordinary shoes. It will pay you to buy them 
—from the standpoint of both health and economy. 


Buster Brown Shoes are made in all styles and leathers—high and low 
cut—button, lace and blucher—and are sold by good stores everywhere at 
$3.00, $4.00, $5.00, and up, according to size and style. 


Write today for a free copy of “Training the Growing Feet”—the book 
that explains why health depends so greatly upon the shoes worn during 
childhood. It also tells how to select shoes which contribute to health. 


Brown Shoe Company, St. Louis, U. S. A. 


Manufacturers of White House Shoes for Men, Maxine Shoes for by oes 
Buster Brown Shoes for Boys and Girls, and Blue Ribbon Service S| 


BuétEr Brown SHOES 


This striking full page advertisement appeared in the August Delineator—it is one of a series that is creating 
public confidence in Buster Brown Shoes and building good will for the merchants who are pushing their sale. 











ACT 9 


ANNY 
OL SHOE 
stops — 


her 
Shoes 





Mike a \ : (NBS lin y 








HAT, shoes given out, Annie?”’ 
“Yes, dog-gone it, Barbara, the welt is torn away at the 
inseam.”’ 

“Well, that’s right in my line, let’s see. “You know my house 
makes only high-grade welting and we don’t expect trouble like that 
from shoes made by manufacturers on our customer list. 

“‘There,—do you see the trouble? Fine high-grade shoes—cost 
you $16.00—imitation turns with a light edge and a 3-64 welt— 
and all spoiled because of an improper selection of welting leather— 
heavy steer hides split down so light that the 3-64 substance is all 
grain. It can’t be done, Annie. . We always sort light cow leather 
for that work— mellow and pliable—yet tough. 


Previous acts may be had by writing for them. Act. 4 follows on August 16. 


BROCKTON RAND CO. BP°S*3°S: 
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HAGERSTOWN SHOE & LEGGING CO. 


HAGERSTOWN, MARYLAND, U. S. A. 
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SALESMEN AND THEIR TERRITORIES 
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EARL K. NEEDY 
MISSOURI, KANSAS 


H. P. BURGESS 
SOUTH CAROLINA, GEORGIA, FLORIDA 
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JOHN H. DREYER 


DELAWARE, MARYLAND, EASTERN 
SHORE, WASHINGTON, D. C. 


L. R. FAIRCHILD 
PACIFIC COAST—NORTH 


J. WALTER FIFE 
ARKANSAS, OKLAHOMA 


H. N. GREENE 
PACIFIC COAST—SOUTH 


Cc. O. HARKER 
WESTERN PENNSYLVANIA 


W. D. HOLMES 
ALABAMA, MISSISSIPPI 


F. A. LYON 


MINNESOTA, NORTH AND SOUTH DA- 
KOTA, EASTERN MONTANA 


CHRIS McDERMOTT 
NEW YORK CITY, BROOKLYN, LONG 
ISLAND 


PERRY J. MILLER 


K. B. NEWCOMER 
IOWA, ILLINOIS 


L. E. PHILLIPS 
INDIANA, SOUTHERN MICHIGAN 


I. U. PICKETT 
NEBRASKA 


ELMER L. RAPP 
NEW JERSEY 


J. W. SHANK 
OHIO 


CHAS. P. WARD 
WISCONSIN, NORTHERN MICHIGAN 


G. H. WEAVER 
WISCONSIN 


H. B. WHARTON 
VIRGINIA, NORTH CAROLINA, TEN- 
NESSEE 


J. W. WHARTON 








NEW 8 STATE, EASTERN PENN- 


VIRGINIA, WEST VIRGINIA, TEN- 
SYLVANI NESSEE 


A. G. GAFFORD 
LOUISIANA, EAST TEXAS 
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HAGERSTOWN SHOE & LEGGING CO. 


HAGERSTOWN, MARYLAND, U. S. A. 
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-THEY’RE READY TO START 








THE BOYS HAVE MET IN ANNUAL CONVENTION AT THE 
FACTORY IN HAGERSTOWN, MARYLAND, DURING WEEK 
OF JULY 21ST. EVERYBODY IS ENTHUSIASTIC FOR THE 
HAGERSTOWN LINES AND PLEASED WITH THE NEW 
SAMPLES—BOOTS, SCOUTS, ROMEOS AND LEGGINGS FOR 
AT-ONCE—SANDALS, OXFORDS, MARY JANES FOR SPRING 
1920. 


HAVE YOU RECEIVED A COPY OF THE LATEST 
PRICE LIST? 


SEE OPPOSITE PAGE 
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bir a work of Art. 


In Design and Finish 
Gs Spats Lead 
The Way. 


—SINCE 1898— 


Made from highest grade ma- 
terials and designed to fit 
snugly without wrinkles. 


<Ge> Sets offer you an 
I contin opportu- 


i nity for increased sales. 
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STEAMED. UP— 


NOW 


DIAMOND POINTERS 





JUST OUT 


NEW CATALOG 
FALL and WINTER 
1919 1920 


Really one of the most costly exclusive 
men’s shoe (IN-STOCK) catalogs 
ever issued. Original in plan as well as 
construction. 


Pages 8 and 9 illustrate two men’s 

shoes built along lines in great demand 

now. But our own personal touches 

add unusual attractiveness. We have 
packed several sales-helps and ideas 

into this issue so that immediate ex- 

amination will be pleasant as well as 

profitable. 


IF YOU DO NOT 
GET YOUR COPY 


SAY SO 











Sale or no sale, we will continue to talk to 
every progressive merchant until we have at 
least had a chance to show that we can back 
up what we say. 








OTT WAST AOA 100TH CUO 


FOR ACTION 


For the longest time it has been a case of shooting all 
kinds of proof at you. First we told you of our record 
growth; then we mentioned experiences of others. 
Each brought its allotment of new friends. We are 
ready for more and will get more. 


“Kind of confident” you may say. If it seems so, we 
are frank to confess we are crowing because we are 
growing. 


You can’t watch a constantly increasing stream of 
requests for service without being convinced that the 
service is good. 


This is really a most unusual time for proving it. 
Rising prices will force you to buy largely from stock. 
When it comes to that kind of business we shine so 
much that we leave many others trail in our shadow. 
But we are equally as good in making shoes on special 
order. 


You don’t have to go in big right off. First get ac- 
quainted through our stock department. It’s all 
steamed up ready to show you that you have been 
playing a losing game by not getting our help long 
before this. 


We'll even send trial pairs at our expense. If you won't 


buy now this should help you find out where it is best 
to buy later. 
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NEW YORK STOCK DEP*T 
Serror 196 CHURCH ST. 
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A Shoe Editorial 


High grade leathers are steadily advanc- 
ing in price. 

The extraordinary demand for good shoes 
in this country is now supplemented by the 
call from Europe. 

Foreign buyers are here and they are pur- 
chasing available leathers at record-break- 
ing prices. 

In the month of April there was exported 
from this country finished leather amount- 
ing to twenty-one million dollars, over one- 
half of our entire production. 

Our shoe manufacturers are again obliged 
to cover on their leather requirements, as 
retailers are now placing wherever possible 
large orders for delivery when shoes can be 
made. 

The result is the leather markets are bare 
of desirable selections, good leathers are 
scarce, and very high in price. 

The attractive pumps and oxfords illus- 
trated on the next page are the styles we 
will feature for Spring 1920. 

It will be a good investment to buy these 
now at today’s price. 


Hallahan & Sons, Inc. 


Makers of High Grade Shoes for Women 
Washington Ave., 10th to 11th St., Philadelphia 


New York Office: Chicago Office: 
L. M. Gerson d . R. Varley Duncan Brothers 
Marbridge Bldg., 34th St. and Broadway Great Nothern Bldg. 
London Office: 


Henry Bolton, Milton House, Chiswell St. 
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‘Style 21 


Alamo Pump 
(Improved Colonial) 

Patent leather of highest grade, 
small tongue with jet finished slide, 
light welted sole, mockturn edge, 
plain toe, 24% celluloid finished 


wood Louis heel, 845 last. 
Price $7.75 


Style 20 


Madura Brown Kid 
of Highest Grade 
Alamo pump (improved Colonial) 
small square tongue with covered 
leather slide, light welted sole, mock- 
turn edge, 24 wood-covered Louis 


heel, plain toe, 845 last. 
Price $8.25 


alain 


ade 


Now Ready 
to Ship 





Send for new illustrated 
booklet of in-stock styles 


All Stock Shoes Sold 
Net 30 Days 


Following Sizes and Widths 
Carried in Stock 


AAA 4%to8 AA3K%to8 
A3to8 B,C&D2%t08 


olhil 


Style 28 


Finest White Oregon 
Cloth 


Circular vamp whole quarter lace 
oxford, goodyear welt, 876 (Briar- 
cliff) last, white ivory sole, 134 white 
ivory leather heel. Price $5.50 


White Calf of Highest 
Grade 


Circular. vamp whole quarter lace 
oxford, goodyear welt, whitefivor 
sole, 1% white ivory leather heel, 
straight tip with small perforation, 
five blind eyelets, new 905 last 


(long vamp effect). Price $7.25 
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What Retailer Is 
Going to Take the 
Initiative ? 


Some retailer is going to wake up the mothers in his locality 
by showing them how much longer a boy’s shoe with an 


ARMORTRED rubber heel will wear. 


Here’s what actually happened— 





This youngster wore out the 
leather heels on a brand new pair 
of expensive shoes in a week. 


His father put on a pair of good 
rubber heels and when the uppers 
wore out the heels were still good 
enough to put on another pair of 
shoes. 











Seems hard to believe, but it’s a fact—and of course the 
rubber heels were a great deal better for the boy. 


You can easily make a lot of new friends among the mothers 
in your town by showing them boys’ shoes already rubber 


heeled. 
The experiment will show the best results if the heels are 


ARMORTRED 


MADE IN NEW ENGLAND 


The Best by Every Test 


A High Grade 
Heel For 
High Grade Shoes 


If you want the 
best ask for 
Armortred 


QUABAUG 
RUBBER 
COMPANY 


NO. BROOKFIELD 
MASS. 











UILCUNUTUASUDUNRUUOUALU ACCU 1 cmH 1 


O you feel that your 
order will be delivered 
on time? If so, you are 

dealing with a reliable house. 
Due to the scarcity of colored | 
skins, even the most reliable - 
firms will be slow in filling that 
part of your order, but when 
you get them you may feel 
certain of the best obtainable 
in material and workmanship. 
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Be as wise next season and do 
not be deceived on inferior 
material. The name ‘“‘DUT- 
TENHOFER” is a guarantee 
for the genuine. 


The ‘‘Carew Button” 


Your Shoes! 


9 


4, 


THE VAL DUTTENHOFER SONS CO. 
CINCINNATI, OHIO 
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For all white kid shoes. A perfect white 


cleaner that gives a kid glove finish. clear 
Small (15c size) $18.75 per gross, $1.20 $7120 —r Goren. "Son. sine, eck box, 
prose, $2.00 per dozen. ' $22.50 per gross, $2.00 per dozen. 
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THREE OF A KIND 


—and that kind the best. 


These three Griffin Shoe Dressings will appeal 
to your customers—will given entire satisfaction, 


You can recommend each one of them and feel assured that they 
willjlive up to every good word you say 

We have “A Dressing for every shoe’ — write us for fullest 
informa tion. 

All goods shipped F.0.B. New York on orders of 100 lbs. or over 
(which would take in one gross of the small or large Peuerwhite, 
large Kidine or one gross of the Lotion Cream 2 ounce size) we 
make an allowance. of 75 cents per 100 Ibs. If the rate to your 
city is less than this we would pay the entire charges. If more, 
this allowance will be deducted from the actual rate. 
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ONTENTS 5 0. 





For all white shoes except kid. A thorough 
leaner, not a whitewash. 344 oz. size 





GRIFFIN M°F. CO. 


69 MURRAY ST. : 


NEW YORK, U.S.A. . 
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| Lovor Grain Kid | 
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snug on the foot. 
Pure White—Stays White—Easily Kept White 


| Firm and upstanding leather—stylishly | 
a ASK YOUR NEIGHBOR | 





TANNERS OF CABRETTAS 


W YORK GLOVERSVILLE, N.Y. 
OSTON MILWAUKEE ST. LOUIS 


Loe LEVOR & CO.Inc. 
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their good old | 

shoes away too 

soon: There's com/fort left in them- 
you can supply a new appearance. 


Thousands of shoe stores are giving their customers the benefit of Goodyear Shoe Repairing which 
brings trade to all branches of their business. Shoes are more than repaired—they are remade | 
with all the fine appearance of new shoes. — a 
You may obtain a Goodyear Shoe Repairing Outfit on very easy terms. We install the machines, 
teach their operation and give the full benefit of Goodyear Service. 

Write for plan by which you can establish a modern shoe repairing plant with Goodyear Shoe Repairing Machinery. 


. °*e — 
United Shoe Repairing Machine Company, 4 Albany Street, Boston, Mass. 
18 So. Market Street 37 Warren Street 93 Centre Street 286 Third Street 130 Mill Street 306 Broad Street 
Chicago lew Yor Brockton Milwaukee Rochester Lynn 
1423 Olive Street 276 Main Street 145 Essex Street 619 Mission Street 221'No. 13th Street 11 Florence Street 
St. Louis Johnson City, N.Y. Haverhill San Francisco Philadelphia Marlboro 
708 Broadway 30 Euclid Arcade 87 Main Street 236 No. High Street 16 No. 2nd Street 216 Chartres Street 
Cincinnati Cleveland Auburn, Me. Columbus, Ohio Harrisburg, Pa. New Orleans 
301 American Casualty Building, Reading, Pa. 
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EADED TIP LACES—the REAL Beaded Tip Laces are the 
J choice of those who appreciate the good things of life. They 
S\ are the choice of the dealer who takes pride in selling quality 
J zoods—and they are the choice of all who want “service- 
quality.” 
By “service-quality”’ we mean that quality built into the real 
Beaded Tip Laces which has made them America’s Supreme 
Shoe Laces. It is that quality which makes them give the 
dependable day-in and day-out service for which they are 


Soll . noted. Tips that won’t pull off. Beauty, strength, fast color 
yorubio™ and full length. 


But you get these things only in the Real Beaded Tip Laces 
for with that Trade-Mark BEADED on the wrapper. It’s our 


guarantee—your protection. 


UNITED LACE & BRAID MFG. CO. 


/TRADE MARK Originators and Sole Manufacturers 


F AD) F 1) Auburn, Providence - - - Rhode Island 


REG. U. S. PAT. OFF. 
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: Tange mane RE ADE D -nte-u.s.pat.orr. = 
=\ MERCERIZED SHOELACES I: 















Something more than rubber. Quality 
rubber and the correct design. Greater 
Comfort and the easiest heel to put ‘on. 
Ready — Nail — Trim, the job’s done, 
Write for prices and information. 





1. RUBBER HEELS [ 
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Established 
reputation 
assurance 


People acquire the habit of believing in 
that which has always been dependable. 


Educator Shoes enjoy the reputation among 
the people of always having given satisfaction. 


When the question of the price of shoes is 
involved in a sale, people are prone to ad- 
here to the goods they know. | 


More people wear Educator Shoes than any 
other make. Why? 


Established reputation 
assures satisfaction 


Rice & Hutchins, Inc. 
20 High St., Boston, U.S.A. 














































